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.»QPPORTUNITY 


nn aa many life insurance agents 
have been given a big opportunity 
with the Peoria Life, and they have 
made good, just as the company ex- 
pected they would. 





Why? Because they were OUR 
OWN MEN. The agents of the 
Peoria Life get the big agency op- 
portunities that are constantly com- 
ing up because the company is 
continually entering and developing 
new territory. 


This tends to make a big happy 
family of successful agents. i | | 





: ww GOOD CONTRACTS TO LIVE CLEAN AGENTS — GZ) 


PEORIA LIFE, IN SVRANCE, COMPANY” 
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OVER $48,000,000.00 INSURANCE IN FORCE 


You Are Working for Commissions. Sell Policies 
Providing Real Protection 


If totally disabled, the company waives payment of premiums and pays an income as long as total 
disability continues. If accidentally killed the company pays family double the amount of insurance. 


WE PAY LIBERALLY FOR BUSINESS 
For Agency in Minnesota, North or South Dakota, write to H. J. C. HIRSCHMANN, Manager, 408-409 Essex Building, Minneapolis, Minnesota 


For District General Agency in other States, address 


Reserve Loan Life Insurance Company 


INDIANAPOLIS, INDIANA 
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Two Big Life Insurance Conventions in Session 


BOSTON WELCOMES NATIONAL ASSOCIATION OF 
LIFE UNDERWRITERS IN ANNUAL SESSION 


BY GEORGE 


A. WATSON 


OSTON, MASS., Sept. 22.—More than twelve hundred of active life under 
writers of the country are in Boston this week, attending the thirty-first annual 


convention of the National 


Association. 


These men and women, for 


many of the latter are here, are considering “Life Insurance and America’s 
Needs” from a variety of angles, presenting in the process a wealth of sa'es 
material that will be of great service to their associates in the future prosecution 


of business. 


Orville Thorp of Dallas, Tex., manager of the Kansas City Life 


in the Lone Star state is being prominently mentioned as the next president 
of the National Associatlon, and will probably be elected. 


The convention is moving strictly ac- 
cording to schedule. When President 
J. Stanley Edwards called the gathering 
to order at the opening session, prac- 
tically every seat was occupied, and 
others were being taken as fast as the 
delegates could register before entering 
the hall. An address of welcome by 
President J. Everett Hicks, of the Bos- 
ton Association, made every delegate 
feel the sincerity of the Boston greet- 
ing and hospitality, reminding them 
that they were returning to the birth- 
place of their organization, for it was 
in this city, just thirty years ago, that 
the National Association was born. 


President Edwards’ Report 


National President Edwards then 
gave his report, summarizing the activ- 
ities of the Association during the past 
year. His reference to the phenome- 
nally increased membership of the or- 
ganization induced great applause. Mr. 
Edwards urged continuance of the local 
sales congresses, saying that just five 
per cent of the membership got to the 
meetinsg of the national body, and that 
the remaining 95 per cent should be 
afforded the advantages which attend- 
ance at the annual gathering brought. 


Talk by Calvin Coolidge 


As he concluded, Governor Coolidge, 
of Massachusetts, entered the room, re- 
ceiving a rising and shouting demon- 
stration on his mission to welcome the 
delegates to the old Bay State. Gov- 
ernor Coolidge emphasized the anom- 
aly that life insurance had not ad- 
vanced during the recent era of ris- 
ing prices, a condition he was assured 
was created largely by the action of 
the insurance men maintaining their 
incomes through increasing production 
rather than by demanding an added 
wage. 

Winslow Russell's Address 


The topic, “Underwriting the Educa- 
tion of Future America,” with Winslow 
Russell, of the Phoenix Mutual Life, 
as the leader, was taken up. Mr. Rus- 
sell used several wall charts with figures 
showing the great need for better and 
more frequent educational opportunities 
for America’s children, and the greater 
chances for success of all who were able 
to profit through such opportunity. 
Several delegates followed Mr. Russell 
with definite citations of successful 
salesmanship based upon meeting edu- 
cational needs. 

Many Inspiring Messages 

The convention next listened to an 
inspiring address by the brilliant Meth- 
odist bishop, Right Rev. Edwin H. 
Hughes, former president of De Paul 


University, who clectrified his audience 
by a masterly plea for the ennoblement 
of all work, and particularly of life in- 
surance salesmanship, as a means for 
serving the needs and promoting the 
spiritual welfare of America. 

“Underwriting America’s Business” 
was introduced by an address from 
Allan D. Wallis, general agent at Phila- 
delphia for the Equitable Life of Iowa 
His principal argument was that, while 
all recognized the necessity for prop- 
erty replacement insurance, the more 
vital need of leadership and business 
genius replacement insurance was 
scarcely thought of. Property can be 
replaced, but leadership, he said, is 
scarce and may not be found soon 
cnough after an executive’s death to 
save the institution. 

Other forms of business protection 
were discussed by Mr. Wallis, by W. 
Dwight Mead, of Seattle, who led the 
delegates in their consideration of this 


problem, and by several delegational 
members. Before the noon adjourn 
ment, President Edwards announced 


that all tickets for the banquet, over 
eight hundred, had been sold. Interest 
ing and informing discussion was next 
had regarding “The Need for Insurance 
to Reduce Dependency,” the general 
subject being introduced by addresses 
from J. W. Bishop, of Chattanooga, and 
Orville Thorp, of Dallas. 


Lovelace on Filling Policies 


The Carnegie Institute of Technol 
ogy graduates are proud of their con- 
nection with that institution and loyal 
to the men who teach there. That 
was illustrated when G. M. Lovelace, 
now Dean of he school, was introduced 
to speak on fitting policies to the indi- 
vidual needs of the prospect. Tech 
graduates were on hand with a partic- 
ularly rousing greeting of their teacher. 
Mr. Lovelace discussed the economic 
and psychological principles back of 
the task of making every policy meet 
a specific need of the policy holder, 
and closed with a concrete problem 
and imaginary family, with the solution 


as set forth in examinations at the 
Carnegie school. J. Elliott Hall, of 
New York, and others gave definite 


examples of sales made to prospects, 
emphasizing further that the sales were 
made possible because they had been 
planned to meet specific needs. 


Report of A, 0. Eliason 


Aftr hearnig the report of A. O. Eli- 
ason, chairman of the Executive Com 
mittee, and announcing the personnel 
of the officers’ nominating committee, 
the convention adjourned. A pleasing 
feature of the first day’s session was 
the regularity with which the program 


AMERICAN LIFE CONVENTION ON AT KANSAS 
CITY—C. G. TAYLOR TO BE NEXT PRESIDENT 


BY CC. M. CARTWRIGHT 


ANSAS CITY, MO., Sept. 21. 


K 


~The 
big annual mecting today, with a large attendance. 
ings are more popular, largely because they enable company officials to get 
acquainted, compare notes and gather valuable information. 


American Life Convention started its 


Each year these gather- 


The meeting attracts 


a number of ofhcials whose companies are not yet eligible to membership who are 
able to derive much information as onlookers 
H. W. Johnson, president of the Central Life of Ottawa, Ill, as head of the 


organization, presided 


His administration has been highly successful. 


In his 


address today he recounted some of the achievements of the year. 


Judge Johnson. stressed particularly 
the cordial relations existing between 


this organization and the Association 


of Life Insurance Presidents. Joint 
committees have worked cut a model 
valuation law based on the Illinois 


standard, had it introduced in the four 
states that still required the full re- 
serve, and secured its passage in two of 
them. He predicted that Massachusetts 
and New York will ere long pass the 
same measure. In other ways the two 
organizations have worked in harmony 
and been able to accomplish much 
Judge Johnson urged a spirit of good- 
will and even greater cooperation in 
dealing with these important questions 
in which all companies are interested. 
Undoubtedly the old feeling between 
the east and west is subsiding. Next 
year the American Life Convention 
may hold its meeting in Hartford; 
that is the talk now. The Travelers 
and Phoenix Mutual are members and 
would be hosts. 


Welch Discusses Conservation 


\. A. Welch, vice-president of the 
Phoenix Mutual, was one of the chief 
speakers today, dealing with methods 
for conserving the big business that is 
being written. Mr. Welch sees the ne- 
cessity for companies and agents to 
give this subject careful attention. J. 
C. Claassen of the Peters Trust Com 
pany of Omaha gave a very helpful talk 
on investments, dealing especially with 
city and farm mortgages. Vice-Presi- 
dent George Graham of the Missouri 
State spoke on the double indemnity 
benefit, advising the smaller companies 
not to tackle it. 

While some favor Hartford for the 
next meeting place, Indianapolis will 
make a bid for the convention. Charles 
G. Taylor, vice-president of the Atlan- 
tic Life of Richmond, Va., will un- 
doubtedly be the next president. 


Legal Section Meeting 


The legal section held its annual 
meeting Monday and Tuesday. Charles 
B. Welliver of the American Central 
was chosen the new chairman and 
Robert Stone of the Kansas Life the 


moved as scheduled, with the delegates 
responding eagerly and readily to every 
opportunity for presenting their sales 
experiences and arguments. Any topic 
might have received an entire session's 
consideration if all who were ready with 
salesmanship data could have been 
heard. On the whole, the officers have 
succeeded in making the 
snappy and well worth while. 


sessions 


new secretary. J. C. Jones of the 
American National of St. Louis pre- 
sided over the legal meeting this week. 
\ notable banquet was held Monday 
evening, at which Senator Fred Dumont 
Smith of Hutchinson, Kan., who had 
much to do with framing the industrial 
court bill, told of the operations of the 
court. Col. Dan W. Simms of Lafay- 
ette, Ind., special attorney for the gov- 
ernment in the coal miners’ injunction 
case before Judge Anderson of Indian- 
apolis, gave some interesting history in 
connection with that famous litigation. 
Agency Qualification Laws 


One of the most valuable 
given by Alfred Hurrell 
tor of the Prudential, 
agency qualification laws. He said 
that all that can be done with such 
a measure is to establish a standard 
for trustworthiness and competency. 
If an applicant for a license can meet 
these, he must be given a certificate. 
Mr. Hurrell said there is no legal way 
to eliminate part-timers as a class from 
the business. 

Much discussion arose over the 
tentative form of double indemnity 
rider the special committee of the As- 
sociation of Life Insurance Counsel 
will recommend as a model to be 
adopted. H. B. Arnold of the Midland 
Mutual is chairman of the committee. 
J. C. Jones of the American National 
is a member. Other speakers at the 
legal section meeting were W. H. Hine- 
baugh of the Central Life of Ottawa, 
Iowa, Robert Stone of the Kansas Life: 


papers was 
general solici- 
dealing with 


Fred H. Aldrich of the Northern of 
Detroit; W. Calvin Wells of the 
Lamar Life; John B. Hanton of the 
Dakota Life. 


Many of the company officials have 
been participating in a golf tournament 
for two days at the Mission Hills 
Country Club. The meeting will close 
with the Friday morning session. The 
banquet will be held Thursday even- 
ing. 


Changes in Program 


Bishop Edward H. Hughes takes the 
place of Edward A. Woods of Pitts- 
burg for discussion of the topic, “The 
nation’s needs that life insurance should 
serve,” on the program of the National 
Association. 

Miss Mathilda Kahn of Salt Lake 
City instead of Miss E. Constance 
Woodward of New York will speak on 
“Self-pensioning for self-supporting 
women,” and C. J. Rockwell of Pitts- 
burg instead of C. W. Scovel of Pitts- 
burg will talk on “Covering a district.” 
Robert W. Moore of Boston will lead 
the discussion on “Finding Prospects.” 
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WON’T MAKE FORECAST 
ON INFLUENZA RETURN 


Doctors Frankly Say That They 
Don’t Know Whether Epidemic 
Will Come Back 


PAST GIVES ONLY GUIDE 


Experience of 1889-91 Would Indicate 
Possibility of Recurrence but Feel- 
ing Is Optimistic 





At the health and accident con- 
ference held recently in Chicago the 
prediction was made that there would be 
a recurrence of the influenza epidemic 
this fall. The prediction was based on 
the discovery of several cases of sick- 
ness which gave striking symptoms of 
the influenza. There have been many 
such discoveries in the past month, 
some of them purely imaginative, a few 
~~ + some element of truth in them. 

Talk about a possible recurrence of 
the influenza has been about as broad- 
cast in recent weeks as have discus- 
sions of high rent, food profiteering 
and the League of Nations. It appears 
to have become one of the national 
problems. The time is fast approach- 
ing when all this talk will crystallize 
into either a grim reality or a hopeless 


fallacy. Developments during the fall 
and winter months will be watched 
closely. If the disease does come the 


public will be prepared for it. 
Medical Men “Don’t Know” 


Members of the medical profession 
refuse to make any prophecies as to the 
possibility of a recurrence. While lay- 
men are endeavoring to probe their 
theories on the question the medical 
men are firmly silent. They are anxious 
not to mislead the public and hence 
they are avoiding any rash statements. 
Four of the most prominent medical 
men in Chicago when approached 2 
the subject the other day answered, 
do not know.” They do not Seis 
whether there will be a recurrence of 
the influenza or not and they further 
declare that nobody else knows. 

If they believed there was to be an 
epidemic they would say so because 
they realize the public should be pre- 
pared. But inasmuch as they can see 
no indications of an epidemic they be- 
lieve that optimism is the best policy. 
If people would cast aside all talk of 
an epidemic and keep it off their minds 
completely, the possibilities of a re- 
currence would be greatly lessened. 


Past Experience Only Guide 


The only light which medical men 
will cast upon the influenza question is 
that if the experience of 1889-91 repeats 
itself there will be a slight epidemic of 
the disease this winter. The epidemic 
of 1889 was the first occurrence of the 
disease to come under the notice of 
physicians. It was followed by recur- 
rences for three years thereafter, and 
then the disease disappeared only to 
become active again in the fall of 1918, 
thirty years later. Judging by this ex- 
perience there will be a recurrence of 
influenza this year and it should then 
become inactive for another 30 years. 


Dr. Wood's Views 


Dr. Glenn Wood, medical director of 
the Illinois Life, says that all reports 
of a recurrence of the influenza are 
unfounded. He believes that optimism 
is the one preventative which will ward 
off an epidemic. In speaking of the 


possibilities of a recurrence he says: 
“The answer which I must give and 
which every other truthful man must 
give to the question of another influ- 
enza epidemic is, I do not know. 


Pro- 











GETTING BUSINESS FROM OLD POLICYHOLDERS 


Some Plans Used by Roy A. Ingalls 
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OY A. INGALLS, general agent 
R of the Connecticut General Life at 

Plattsburgh, N. Y., has a record 
for writing much insurance on old 
policyholders. He believes that they 
constitute his best business asset. Mr. 
Ingalls states that over 40 percent of 
his new business last year was on old 
policyholders or was written on peo- 
ple whose names were given to him by 
the policyholders. In commenting on 
the subject, he says: 

We do not have any hard and fast 
rule, or method of soliciting our present 
policyholders. We keep an accurate 
file showing their date of birth, also the 
date on which the age changes, and 
secure a fair volume from this source. 

I also usually try and see a man at 
a time when he has no premium due 
with us, so that he cannot say the two 
premiums are too close together. In 
some cases, where a man has a 20-year 
policy with us which has run around 
five years, I go and try to sell him one 
on the 15-year plan. I have found this 
suggestion interests them often times, 
as the settlements will come during the 
same year and sometimes during the 
same month. 

e 2 

Over 40 percent of our new business 

last year was on old policyholders, or 





from names given me by them. I al- 


ways ask a man for the names of his 
friends and relatives who might be in- 
terested in insurance. I also watch the 
younger members of a family where I 
have a policyholder, and as soon as 
they arrive at an insurable age I go 
after them. Of course when we pay 
a matured policy or a death claim I try 
and get business from the family. 
o 


We send ile Pi all our policy- 
holders when their premiums are due, 
and when payment is made and we re- 
turn the receipt. We inclose a card 
asking them to send us one good pros- 
pect’s name. 
in sending the premium notice, as if 
we do when they pay the premium they 
always fill out the card and usually 
give us a lot of names that first come 
to their mind, which are a good many 
times worthless. By enclosing the card 
with the receipt if they know of a good 
prospect they will take time to fill in 
the name and mail it to us. 

We do not get as many replies by 
this method, but what we do get are 
a much better class of prospects, and 
our average is a whole lot higher in 
writing them. We try at all times to 
give our policyholders the best possible 
service, and in doing this it keeps them 
loyal to us when they need additional 
insurance. 





fessionally that is the only answer I 
can give. Personally I believe that 
there will be little or no influenza this 
year. The one thing which is needed at 
the present time more than anything 
else is optimism. If the newspapers 
and other publications would leave all 
mention of the influenza out of their 
columns I believe that, in the event of 
an epidemic, the number of cases would 
be reduced one-half. 
Fear an Important Factor 


“A large number of the people who 
contract the influenza do so through 
fear. They catch a bad cold and in 
reading over their newspapers become 
impressed with the thought that they 
have the influenza. They begin to 
worry, a fever sets in, and they are 
confined to their bed. The dread and 
fear of the disease cause a mental de- 
pression which finally kills them. If 
we could keep the subject of influenza 
out of the minds of the people we 
would have little trouble wiping it out 
as soon as it makes an appearance. But 
getting back to the question of a re- 
currence this year, I do not know and 
no one else knows.” 

Will Wear Itself Away 


Mrs. M. K. Gordon, claim examiner 
of the North American Accident at its 
home office in Chicago, in the handling 
of thousands of health claims has 
made a close study of the influenza. 
“There may be a recurrence,” she says, 
“but it will not be serious. It is prob- 
able that the disease will wear itself 
away gradually just as it did in 1889. 
Each year it becomes less severe and 
finally disappears. Last year it was 
not nearly as bad as in 1918 and if it 
comes this year it will be even less 
severe. 

“If it comes at all it will come sud- 


denly. There will be no signs or fore- 
warnings. It will come upon us 
unexpectedly. Last year gave every 


indication of being a good health year. 
There was continuous cold and very 
little snow, all of which should have 
aided in promoting good health. De- 
spite these conditions the epidemic 
came and came suddenly.” 

Some Ground for Optimism 


Dr. Walter A. Jaquith, vice-president 
and medical director of the National 
Life, U. S. A., and former president of 
the Association of Medical Directors, 





declines to make any prediction as to 


the influenza this year. Dr. Jaquith is 
a man who has had a wide experience 
in the medical profession. Influenza is 
not new to him. He recalls the epi- 
demic of 1889 almost as vividly as he 
does that of the past two years. He 
says: 

“I have made quite a study of in- 
fluenza but despite all my observations 
it is impossible for me to make a pre- 
diction as to the coming winter. If 
we may judge by past experience there 
will be a slight recurrence. The one 
thing which has aroused my optimism 
is that in my observations I have found 
that the people who have had the dis- 
ease once are immune from after at- 
tacks. Judging from the many people 
who had it in the last two years there 
should be very little of it this year. In 
the epidemic of 1889 and the three 
years following the old people suffered. 
In the last epidemic young people, big, 
healthy, robust men and women fell 
victims of the disease, while the old 
people seemed practically immune. I 
believe this was due to the fact that 
these old people had had the disease 
during the epidemic of 1889 and were 
thus rendered immune during the last 
one.” 

Health Service Director’s Opinion 


It may be interesting to note the 
opinion of Dr. G. W. McCoy, director of 
the hygienic laboratory, Public Health 
Service, Washington, D. C., as regards 
the possibilities of a recurrence. Dr. 
McCoy was asked this question follow- 
ing an address made before the con- 
vention of the Association of Life In- 
surance Medical Directors at Newark: 
“Do you expect a recurrence of the in- 
fluenza not only this year but for sev- 
eral years to come?” He replied: 

“I would not like to try to make any 
prediction. If you may judge by the 
experience of 1889-90-91 there will be 
a recurrence for a couple of years, but 
it is _ impossible to make any predic- 
tion.’ 


Cc. C. Blevins, superintendent of agents 
for the Bankers Life of Des Moines, is 

making a tour of all of the western 
agencies of the company and expects to 
be gone from the home office for a month. 
This tour is the first that Mr. Blevins 
has made among the agencies for a 
period of over seven years. His sched- 
ule includes the agencies of the company 
at Denver, Salt Lake City, Helena, Spo- 
kane, Seattle, Portland, Los Angeles and 
San Francisco. 


in the state. 


We never use this cardi 





NEW DALLAS LIFE COMPANY 





United Fidelity Organized There with 
$500,000 Capital and Surplus 
of $250,000 


DALLAS, TEX., Sept. 21.—The 
United Fidelity Insurance Company 
will be the latest addition to the insur- 
ance concerns in Dallas as well as one 
of the largest life insurance companies 
It will be capitalized at 
$500,000 and will have a surplus of 
$250,000. The capital stock and the 
surplus have been fully subscribed and 
at a meeting of the stockholders this 
week the name of the company was 
selected and a committee named to 
work out other preliminaries prepara- 
tory to applying for a charter and 
opening for business. 

D. E. Waggoner, president of the 
Security National Bank of Dallas, is 
one of the largest stockholders in the 


mew company. He was named on the 
committee to work out the preliminary 


details of organization. With him are 
M. H. Wolfe, cotton factor; Frank Mc- 
Neny, real estate broker and banker; 
W. T. Henderson and Dr. C. W. Simp- 
son. This committee will suggest work- 
ing details for the new company, draft 
a charter and arrange for a meeting at 
which a board of directors and officers 
will be elected. There are many Dal- 
las bankers and business men connected 
with the new company. 

It is expected the United Fidelity will 
open for business before the end of the 
year. The home office will be in Dal- 
las and branches maintained through 
agents, will be maintained in other 


Texas cities, and state agents will be 


named in other states. Men behind the 


new company say it is being organized 


with a capital stock and surplus sec- 


ond in Texas only to the Amicable of 
.Waco. 
capital stock and surplus will continue 
.to increase until the company will be 


They freely predict that this 


the strongest in the state. 

The United Fidelity will write all 
lines of life insurance, it said. There 
is a report that the new company will 
either arrange to erect a skyscraper for 
its home or take over one of the office 
buildings in the city. At the beginning 
it will probably occupy an entire floor 
of one of the office buildings. It may 
make its home on one of the floors of 
the new office building of the Security 
National Bank. 

While nothing has been announced 
as to the officers, D. E. Waggoner is 
being mentioned as president. It is 
said Dr. C. W. Simpson will be medical 
director for the company and that the 
actuary will come from the Texas in- 
surance department. 


New Substandard Company 


Iowa has a _new life insurance com 
7 operated on a unique basis. It 

ill be known as the Medical Life In 
waranes Company of America and will 
be located at Waterloo. The idea is to 
insure substandard men and women 
who have been rejected by other com- 
panies because of physical defects. This 
may mean either disease or deformity. 
They will be carried as a special risk 
until a specialist has removed the cause 
of their rejection at the hands of other 
companies. 

A number of prominent physicians 
and surgeons are behind the concern, 
which will have a capital stock of $350,- 
000. Dr. W. A. Rohlf of Waverly is 
president; Dr. H. V. Ross and Dr. J. E 
Brinkman of Waterloo, vice-presidents; 
J. M. Schultz of Waterloo, secretary 
and treasurer; W. F. Getsch of Nashua, 
chairman of the board of directors. 


The annual agency meeting of the 
Keene & Simpson general agency of the 
Aetna Life at Indianapolis will be held 
in that city on Oct. 9, with morning and 
afternoon sessions and a banquet in the 
evening. There will be one or two rep- 
resentatives from the home office. 


If you would be paid according to 
your own idea of your worth make 
yourself necessary. 
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NO GREAT DEPRESSION 
DUE, HOLCOMBE THINKS 


Phoenix Mutual President Con- 
siders, However, That Peak 
May Have Been Reached 





BUSINESS SOLD TO STAY 


Improved Selling Methods to Make 
Lapse Rate Lower—Strong for 
Farm Mortgages 


BY N. H. WEED 

HARTFORD, CONN., Sept. 
“Has the peak of new business account 
of the life companies in general, which 
has reached such enormous figures, 
been reached and do you look for any 
noiceable depression in such operations 
in the near future as compared with 
the business done during the last year?” 
This question was asked the other day 
of that conservative Hartford life in- 
surance official, President John M. 
Holcombe, of the Phoenix Mutual 
Life. In reply, Mr. Holcombe said: 

“I am unable to say whether the 


peak has been reached or not. It is 
possible that it has. August was the 
poorest month for new business of any 
month this year with many companies 
and compared poorly with the record 
for August, 1919. It is encouraging, 
however, to note that September busi- 
ness, so far, indicates the month will 
be a good one and the indications are 
that the end of the year business will 
be a good one, even by the new stand- 
ards by which new business is gauged 
by these days. And under no circum- 
stances do look for any marked 
depression in life insurance. It would 
not be possible today for business to 
go off of the books of the companies 
as it did during the seventies in the last 
century. 
Sold on Different Basis 

“The business on the books today 
has been differently sold to insurers 
and there could not now be any such 
misapprehension of the value of life 
insurance as happened in the period 
referred to. Nor may any abnormal 
lapse ratio be expected on the extra- 
ordinary new business which has been 
written the last year. Again the im- 
proved methods of selling make this 
hope seem reasonable. Life insurance 
agents today, as a class, are a highly 
efficient corps of salesmen and they 
sell the business in a way that makes 
it stay. And the effort of this com- 
pany, and of many other companies, is 
to train its agency force in a way that 
will avoid the writing of business likely 
to lapse. Extraordinary efforts are be- 
ing made also to conserve business on 
the books and the possibility of a 
serious lapse ratio, where such effort 
is properly made, would seem to be 
nothing to cause any alarm.” 


Attitude on Farm Loans 


Speaking of the attitude of life in- 
surance officials, having charge of in- 
vestments, regarding farm loans, Mr. 
Holcombe said: 

“While it is true that a certain class 
of investments at present day prices 
make these seem very attractive as 
compared with the returns which may 
e expected on farm loans, in my judg- 
ment there are several considerations 
in favor of a continuance of liberality 
in selecting farm mortgages. The life 
imsurance companies of the country 
have gained much prestige and stand- 
ing by reason of their position in regard 
to such loans and many of them have 
established very valuable connections 
throughout the country for the trans- 
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DEFENSE OF PART TIME BANKERS ! 
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said the vice-president of a med- 

tum sized company, the other 
day, “a great hue and cry against the 
part time agents. We are told that 
part timers must be driven from the 
life insurance business, that they are 
incompetent and inefficient, do not 
know what they are doing and should 
be completely eliminated from the sell- 
ing ranks of life insurance. This argu- 
ment is often made by men who know 
better. There are part timers and part 
timers. Bankers, acting as part time life 
insurance agents have done more for 
the life insurance business in the rural 
communities and small towns than 
the full time agents have. Part time 
bankers have carried the life insurance 
message in the country sections. They 
have for years sold the big bulk of the 
life insurance placed each year in the 
great agricultural sections of the mid- 
dle west. 


‘ ©T said th is every once in a while,” 


i 2. a 

Some months ago, a banker in one 
of the middle western states in which 
we operate was asked by one of his 
customers to advise him regarding life 
insurance. He did not know much 
about the business and went to a local 
life agent to get some information. 
During the month, two or three cus- 
tomers made the same request. He 
commenced to see that he owed it to 
himself and to the people patronizing 
his bank to learn more about the life 
insurance business. Finally he took an 
agency for our company. He _ com- 
menced producing business. He has 


action of such business. It is always 
much easier to cut off such connections 
than to establish them and while other 
investments may have a _ temporary 
value as compared with farm loans, 
and seem very attractive in conse- 
quence, there never can be any such 
stability of values as attaches to land 
mortgages. For this reason my own 
company, and a number of others to 
my knowledge, have persisted in farm 
loan investments in spite of tempta- 
tions to put money out in other ways 
and we feel that good business judg- 
ment endorses such a policy. The de- 
mand for farm loans persists, in spite 
of the prosperity of the farmer these 
days, and the offerings are more than 
we can take care of. But as far as we 
are able to do so we are accepting such 
offers. 
Railroad Situation Better 


“While my own company has not 
had any special interest in railroad 
securities for a number of years, there 
is no doubt in my mind that life in- 
surance companies which have such in- 
vestments listed among their assets 
look upon such items much more 
cheerfully than for many weary months. 
I believe that increased freight and 
passenger rates will shortly lift many 
roads out of the financial slough in 
which they have found themselves and 
that railroad security investors will be 
in a much better position.” 

In response to an inquiry as to 
whether he thought that the Phoenix 
Mutual idea of “Fewer agents and 
better ones” was gaining in favor with 
other companies, Mr. Holcombe said: 


Change in Agency System 


“All I can say about that is that 
there seems to be a largely in¢reasing 
interest in the experience of this com- 
pany in this respect. We have furn- 
ished full and complete data about the 
way in which our revolutionary change 
in our agency system has worked out 
and the results, to ourselves at least, 
have so far been entirely satisfactory. 
We are now in a position to say that 
untrained men may not work for the 


Phoenix Mutual and that while we may | 


contract with a lesser number of men 
than a less conservative rule would 


been selling business for us ever since 
and selling it on the right basis. 
* + * 


Don’t you see the position that the 
country banker is in? He knows all 
about the financial standing of all the 
men in the community, or at least, 
those that do business with his bank. 
He knows their needs. He knows how 
deeply they are involved financially. 
He has followed their careers for many 
years. He is in the best possible posi- 
tion to supply them with real life in- 
surance service. A banker of this kind 
cannot afford to give the wrong kind 
of advice. He does not oversell. He 
does not try to place business that 
can never be paid for. He gives the 
same kind of advice on life insurance 
as he does on loans or any other finan- 
cial matters that the farmer may hap- 
pen to consult him about. It seems 
to me that it is the most logical thing 
in the world for a country banker to 
be a life insurance agent also. He is 
the man for the job, because he is in 
a position to know the people of the 
community so far as finances are con- 
cerned better than any one else. 

Such a man is the best kind of a 
life insurance representative. He is a 
credit to the business. The business 
that men of this kind sell sticks. It 
is bought by men who need it. I don’t 
see why any criticism should be di- 
rected against men of this kind. They 
are doing a great work and promot- 
ing the cause of life insurance in a 
big way.” 


permit, we are entirely satisfied that 
the per capita production of the fewer 
number of men we have under contract 
is much greater than that of an agency 
force recruited from all classes of 
salesmen without special training in 
life insurance work. Whether such fig- 
ures will ultimately affect agency ap- 
pointments so that only full time men 
will be contracted within the future, 
I am unable to say. I only know that 
there seems to be a largely increased in- 
terest in plans which seek to train and 
develop the selling ability of salesmen 
before letting them solicit life insur- 
ance.” 


Connecticut General Convention 


HARTFORD, CONN., Sept. 22—It was 
a jolly bunch of forty-four that left 
Hartford on the 11:40 one morning last 
week for Bretton Woods, N. H., and the 
first convention held by the Connecticut 
General Life since 1917. The formal be- 
ginning of the convention came Wednes- 
day morning with an address by Presi- 
dent Robert W. Huntington, who re- 
viewed the progress of the company 
since the last convention. Joseph G. 
Groton of Hartford responded for the 
agents. Among those giving papers on 
the opening day were several Hartford 
men, John M. Laird, actuary; Thomas W. 
Russell and Douglas T. Smith, agents. 

Walter T. King of the group depart- 
ment conducted the evening meeting. 
tuben A. Myers spoke on “Selling Group 
Insurance” and Secretary King on “Home 
Cffice Service to Agents.” Local people 
who spoke at Thursday's meeting were 
Vice-president George E. Bulkley on “In- 
surance Lessons” and Miss Florence E. 
Barrett, advertising manager of the 
company, who dealt with the subject of 
“Newspaper Advertising, Printed Matter, 
Booklets, etc.,” and “The Company's Cir- 
cularizing Service.” 

Friday's meeting was devoted to acci- 
dent insurance. Secretary Arthur P. 
Woodward presided and spoke. Frazier 
B. Wilde, head of the claim department, 
discussed “Claim Settlements.” At the 
close of each business meeting President 
Huntington appeared in his usual role 
of awarder of prizes. The company’s 
Challenge Cup was awarded to Samuel B. 
Lindsay, general agent at Buffalo. 








President George Kuhns of the Bank- 
| ers Life of Iowa was the guest of honor 
and the chief speaker on the opening 
day of the fifth annual pioneer fair at 
Cloverton, Minn. 
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INTERNATIONAL CLUB 
PUT ON BONUS BASIS 


St. Louis Company Slices an $8,000 
Melon with Its Leading 
Field Workers 


PLAN CALLED A SUCCESS 


Remarkable Growth in Business Re- 


ported Since New System 
Went Into Effect 


ST. LOUIS, MO., Sept. 21.—The In 


ternational Life has announced the 


slicing of an $8,000 melon with 70 of 
its leading field workers as the culmina- 
tion of the first year of its operation of 
the $100,000 Club on a profit sharing 
basis. The club year ended June 30, 
1920, 

In addition to the dividend the com 
pany has created a second fund of $13,- 
800 to be paid about a year hence to 
the same club members, if still actively 


in the service of the company. The 
second fund, known as the preferred 
dividend fund, is to be distributed to 
each member in proportion to the 


amount of business written by him dur- 
ing the past club year, which renews. 


Shows Remarkable Growth 


The company points to the remark- 
able growth of business in the first year 
of the new club plan as comp-sred with 
business produced by its leading sales- 
men when its annual convention was 
ofiered as a reward for efficient service. 

From Kellie M. Roach, the company’s 
Oklahoma state manager, who led the 
three score and ten men with a per- 
sonal production of business totaling 
$2,066,168 for the club year, down to the 
lowest member, there was an extraordi- 
nary growth in individual business 
which the company maintains is proof 
in itself of the feasibility of the plan. 
The 70 club members have a per capita 
production of paid business amounting 
to $260,500 for the year. 

Pay for 80 Pereent More 


Total business written by the 70 
members is $18,245,500, as compared 
with $7,379,000, or an average of $144, 
500, written by 51 members during the 
preceding year. In the year previous 
the entire 39 club members wrote no 
more business than was produced in the 
club year just ended by the president 
and five vice-presidents. 

During the 1919-20 club ending June 
30 the average club member paid for 80 
per cent more business than was paid 
for by the average member of the pre 
ceding club. 

Award Cash Dividends 


The plan of the International in aban 
doning its $100,000 Club convention, 
which had been a part of the agency's 
program since its inception, calls in 
stead for the awarding of cash divi 
dends ranging from $200 to $2,000, ac 
cording to the business each member 
has produced. The whole scheme is 
framed to give agents, in addition to 
their regular commissions, a reward 
measured by the quality of insurance 
produced by them. 

In the past the man who barely got 
into the $100,000 Club consumed as 
much expense in his entertainment at 
the convention as the real salesmen of 
the company, but now each man is re- 
warded in accordance with his efforts 
and has sufficient funds for an indi- 
vidual trip to the home office. 

While the club’s benefits consist of 
bonuses and shares of a preferred fund 
arranged on a survivorship plan, no for- 
feitures arising from the disqualification 
of any agents revert to the company 
but they go to surviving members who 
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Some reasons why the farmer is im- 





mediately interested in the total disa- 





bility and double indemnity clauses: 





The tractor 

The automobile 

The corn shredder 
The vicious bull 

The dangerous stallion 
The kicking mule 


And all of the other animals 
and all of the other machines 
that there are on the farm. 


The Farmers National Life has a total and 
permanent disability clause that pays a 
monthly income of $10.00 on each thousand 
of insurance and the payment of such in- 
come does not reduce the face of the policy. 
The double indemnity clause covers all 
deaths by accidental means. 





FARMERS NATIONAL 


Life Insurance Company 


FARMERS NATIONAL LIFE BUILDING 
3401 South Michigan Avenue 
CHICAGO, ILL. 

















| to the farmers and the f 
| that the agent knows exactly 
| is talking about he will find a 


a 


U NDEI RW RITIER 


requirements of 
the extra and 


reasonable 
rules. Both 


meet the 
the club 


| preferred dividend checks are remitted 


to members as reward for a single 
year’s business, the first check, based 
on the number of applications written, 
going forward at the end of the club 
year. The second check follows a year 
later to allow time for the determina- 


| tion of policy renewal percentages. 


| virtually unchanged. 


recently announced 
$100,000 Club which 
1921. The rules are 
In qualifying for 


The company 
rules for its 1921 
will end June 30, 


| the club an agent must write and pay 


| 
| 


e H. PRICHARD of La Salle. Ili. 
manager of the Central Life of 
Lil., 


for not less than $125,000 worth of in- 
surance in the club year. To attain the 
extra dividend at the end of the year 
the agent must write a minimum of 
$5,000 of acceptable and paid business | 
in each of as many as nine months of | 
the year. 


| member, 


| 
| 
| 
| 
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A special bonus is awarded to the 
agent for cach of $500 or more placed 
by him during the calendar month in 
which his birth falls. The bonus other- 
wise is $2 on each application of $2,000 
or more. 

The preferred fund is created by con- 
tributions made by the company in the 
amount each to $100 for each club 
increased by $50,000 for each 
additional $62.50 of business written by 
such member in addition to the amount 
of business required for qualification. 
The fund is further increased by in- 
terest at rate of 6 per cent a year. 

The officers of the club are: Presi- 
dent, Kellie M. Roach; first vice-presi 
dent, Charles A. Parsons; second 
vice-president, Claude C. Parsons; third 


vice- president, Jack V. Keenan; fourth 
vice-president, "A. G. Hall: fifth vice 
president, H. I. Pincus. 





SELLING INSURANCE ON THE FARM 


F. H. Prichard, La Salle, IIl., 


Gives Some Observations on His Work 





Ottawa, is one of the best 
informed men on writing insurance for 
farmers in his state. Mr. Prichard has 
made a specialty of farmers and now 
has a large business on his books. He 
says that the old prejudice against life 


| insurance men formerly found in the 
agricultural districts is almost elim- 
inated. The farmers in the old days 


|} entire 


were the victims of many disreputable 
life insurance men and as a result the 
fraternity became suspicious of 
life insurance men as a class. 
Horizon Has Been Enlarged 
The farmer is buying his life insur- 
ance on a_ business 
various modern improvements 
farmer’s horizon has enlarged and he 
lives in a larger world than he form- 


basis. 


erly did. He is not isolated, is not 
penned up in a _ small territory, but 
with the automobiles. the telephones, 
the rural free delivery, the interurban 
line, etc., is now in contact with the 
| world at large and has a very good 
| idea of business affairs. 

Mr. Prichard declares that the first 


| thine a 


| fairs. 


| much more ground than formerly 


| cover a 


; deavors to talk about farming. 


| and 
jegets in 
| day as 


business 
The men 


man seeking farm 
must establish is confidence. 
in the country insure pretty 
a man. 
and for advice on their 

They do not investigate a com- 
pany, but if a man stands high in his 
community, is known to be honest and 
upright, conscientious and square, his 
counsel is taken. 

Automobile Has Been a Help 

The farm agent is able to get over 
be- 
He can 
see a 


cause he uses an automobile. 
large territory and 
larger number of men. Mr. Prichard 
says that frequently he starts out on 
his rounds at 5 o’clock in the morning 
returns quite late at night. He 
touch with as many people a 
he can. Mr. Prichard asserts 
a farmer can easily detect false notes 


| in conversation, especially if a man en- 


Some 


salesman with a mere smattering of 


| farm knowledge endeavor to impress 


the farmers with their agricultural in- 
formation, but the farmer soon finds out 
just about how much the man knows. 


at intervals and if he has some special 
man that he desires to favor he sends 
him a particular gift. He finds that 
farmers are very appreciative of little 
souvenirs or presents of different kinds. 
They go much farther than they do in 
the city. 
Wearing Appropriate Clothes 

Mr. Prichard says that some farm 

agents have the idea in mind that they 


| must wear old and shabby clothes when 


With the | 
the | 


| getting some grease on his hands. 


much with | 
They look to him for guidance | 
insurance af- | 


| However, when an insurance man does | If " 
| with a community for four or five years 


know farming and can give some points 
farmer realizes 
what he 
ready 


| listener. 


| reads 


Reads Farm Journals 
Prichard says that he takes and 


religiously three or four farm 


Mr. 


| journals so as to keep in touch with 
| progressive farming. If he has a farmer 


| Mr. 


| that he wants to favor particularly he 


subscribes for a farm journal for him. 
Prichard says that he has very 
great success in reaching farmers 
through the use of souvenirs and gifts 
of different kinds. He sends these out 


going out to solicit farmers. This he 
says, is an entirely false notion. The 
farmer in his work wears overalls and 
dresses in harmony with the work he 
is doing. When, however, a salesman 
calls to see him he expects the sales- 
man to be dressed in harmony with his 
work. Mr. Prichard said, however, 
that many a farmer appreciates a well 
dressed salesman who is not afraid to 
get his hands dirty, especially if the 
farmer is out around machinery or 
in the field. Mr. Prichard said that 
very frequently he will take up a chunk 
of dirt, crumble it in his hand and 
remark on some special quality of the 
soil, or he will take hold of some 
machinery and adjust it for the farmer. 
This 
makes an impression. 
Buy Life Insurance Seriously 

Mr. Prichard said that men who are 
soliciting farm business appreciate the 
tact that the farmers buy life insur- 
ance seriously. They do not have 
speculative motives like many city 
folks. They think it over, talk it over 
with their folks, figure the cost and 
go in “for keeps.” The lapse ratio, 
therefore, is much less on farm busi- 
ness. There are many farmers that 
are now carrying many large lines of 
life insurance. They can afford it be- 
cause they are making money. Mr. 
Prichard said that on the average he 
hits the farmer for $10,000 and comes 
down to $5,000 if he has to. There are 
a large number of $10,000 cases. Mr. 
Prichard said that a farmer is eager 
to have his sons insure and they will 
start with small policies. Much of 
his business is written on old policy- 
holders, who are taking additional in 
surance or recommending the agent to 
relatives or friends. Mr. Prichard said 
that he does not spend much time on 
farm hands, as they are a roving class. 
If a farm hand has been identified 


he is all right, but as a general rule 
he counts this class of business as un- 
satisfactory. He says agents waste 
time if they give too much attention 
to farm hands. If he solicits a farm 
hand, he always goes to the employer. 
talks over the mission with him and 
gets his consent. That puts him in 
right with the farm owner. 

Mr. Prichard says he never stops 4 
man in his work during hay or harvest 
season. If he runs onto a farmer when 
any delay means much, he tactfully 
withdraws and leaves some sort 0! 
souvenir with him. 
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FIGURE UP WAR LOSS 





NEARLY 40 MILLION DEATHS 





Statistical Investigations Show the 
Ravages By the European Disaster 
on Human Life 





Nearly 40,000,000 deaths, due to the | 


war, have been reported to the Ameri- 
can Red Cross by the Society for 
Studying the Social Consequences of 
the War, of Copenhagen. This society 
made statistical investigations in ten 
nations of Europe: France, Great Brit- 
ain, Germany, Austria-Hungary, Italy, 
Belgium, Bulgaria, Rumania, Serbia 
and Russia. 


The actual total was 35,320,000. One | 
classification stands out,—the deaths | 
due to economic blockades and war | 


epidemics. This number, 5,301,000, is 
over half as large as the number of 
men actually killed in battle,—9,819,000. 

With poverty and famine staring 
some of the European nations in the 


face, the number of deaths resulting | 


from the war probably will grow larger. 
The American Red Cross and other re- 
lief societies are striving to care for the 
war sufferers, but transportation fa- 
cilities and food shortage have done 
much to delay their efforts. The fourth 
Red Cross roll call for members will 
be held Nov. 11-25 this year. 

Danish statistical experts lay the re- 
mainder of the loss in potential life to 
the fall in the birthrate, due to the 
mobilization of 56,000,000 men between 
the ages of 20 and 45, to which cause 
they attribute 20,200,000 lives, and to 
the deaths due to lowered vitality, eco- 
nomic blockades, and war epidemics. 


Lincoln Life Gives 


Functions of Office 


The Lincoln National Life recently 
established a department of personnel 
and planning. Guy Scudder was se- 
cured to take charge of this work. The 
officers of the company have outlined 


| 


the functions and activities of the de- 


partment as follows: 
A. Name of department: Department 
of Personnel and Planning. 


B. Title of official in charge: Mana- | 


ger of Department of Personnel and 
Planning. 

©. Functions and activities: 

1. Organization: To construct an ade- 
quate and expanding form of organiza- 


tion based on modern organization prin- | 


ciples. 

2. Personnel: (a) To standardize se- 
lections, placement, training and re- 
muneration of personnel, (b) To super- 


vise employment, training, promotion, | 
| 


transfers, etc., of personnel. 


3. Methods: To analyze operating | 


methods in all departments, to eliminate 


lost motion, introduce improved methods | 


ind to create supervised standard prac- 
tice instructions. 


i. Equipment: To study equipment, | 


introduce labor saving devices, design 
Standard and supervised use of equip- 
ment. 

5. Standardization: To study all card 
records, forms, stationery in use, to 
create standards with respect thereto 
and to adopt all records to sfandard 
methods. 

6. Planning: To study the probable 
future trend of affairs with respect to 


the five preceding headings and to har- | 


monize the various activities indicated 
so that increasingly favorable results 
may be secured in the application of the 
five fundamental functions of manage- 
ment, viz.: Design, equipment, opera- 
tion, comparison, control. 


Married a Native 


They were looking at the kangaroo at 
the zoo when an Jrishman said: “Beg 
pasion, sor; phwat kind of a crature is 

lat?” 

“Oh,” said the gentleman, “that is a 
native of Australia.” 

“Good hivins!” exclaimed Pat; “an’ me 
sister married wan o’ thim.” 








You Can’t Knock a Home Run 
and Keep Your Eye on 
the Grandstand 


We are concentrating all the efforts of The 
Lincoln National Life Insurance Company on 


Service. 


We are too-busy at our Service job to watch 
the grandstand. We are scoring results which are 
most gratifying to ourselves and our agency force. 


Our team work includes superior service to all 
policyholders and personal co-operation with 
every field man. Our helpful interest in each 
agent has caused many former bush-leaguers to 
grow into big producers. 


If you have the stuff ambition is made of, we 
are ready to get behind you with the spirit which 
makes it pay to— 





The Lincoln National Life Insurance Company 


‘“‘Its Name Indicates Its Character”’ 
Lincoln Life Building Forth Wayne, Indiana 
NOW MORE THAN $145,000,000 IN FORCE 
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AGGRESSIVENESS 


A salesman to be successful must be 
aggressive. He must furnish the in- 
itiative for his customers. 


Aggressiveness on the part of the sales- 
man is worthless however, unless he 
is backed up by an aggressive organi- 
zation. A business getter wants to 
know that behind him is a company 
that is helping to push. 


Moreover, he knows that his success 
is dependent on the delivery of the 
goods. 


The life insurance man who connects 
with the Central Life Assurance So- 
ciety has behind him an aggressive 
organization, that can deliver the goods. 
Assets of more than eight millions 
back up this agent’s words. 


Aggressive salesmen, backed by the 
aggressive Central Life, are responsi- 
ble for the fact that the Central Life 
has eighty-eight millions of insurance 
in force. 


Central Life Assurance Society 
H of the United States 


(Mutual) 


Des Moines lowa 
































|us and when we 


| ladies. 


| souvenir or anything that carries your 
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| Souvenirs and N ovelties 


Experiences of Some General Agents in Using Vari- 
ous Gifts or Tokens in Dealing With 
Policyholders and Prospects 


Tue NATIONAL UNDERWRITER asked 
some of the life men whether they had 
had success in using souvenirs or gifts 
in connection with life insurance work. 
Some agents carry with them novelties 
which are used as a means of intro- 
duction or an expression of good will. 
It eases the interview, puts the two | 
men on a little more cordial footing | 
and perhaps cements the relations. A | 
number of agents send out cards or | 
souvenirs at various times. Some of | 
the replies to the inquiry are as fol- | 
lows: 


* * * 


A. C. Smith, Massachusetts Mutual, | 
Mattoon, Ill—We believe as a rule 
people like novelties. We are using an 
aluminum thimble with the name of our 
company printed on it. We give it to a} 
policyholder or prospect to take to | 
his wife or daughter. He seems | 
pleased very much with it. It seems 
to create a feeling of good-will toward 
our company in the home. 

However, we believe a birthday card | 
sent to a policyholder has the best re- | 
sult of any gift in the way of creating 
good-will for the agent. 

* * * 





| 

Lloyd Borngasser, Franklin Life, | 
Fairbury, Ill.—I haven't used many | 
novelties, but last Christmas I sent | 


cards to all policyholders which I think 
made a good impression. Occasionally 
I send a card with the Franklin build 
ing on one side as a birthday card. The 
company used to send out a little screw | 
pencil which made 


quite a hit, as I | 


| have people ask for them occasionally. 


* * * 


O. B. Harrauff, Franklin Life, Prince- 
ton, Ill—We have made use of quite a 
number of novelties such as lead pen- | 
cils, little desk calendars, desk pads, fly 
swatters, policy wallets, etc. We think, | 


| however, that one of the best novelties | 
| that we ever used was for the men, a | 
| 


celluloid match box holder. We use | 
carrying a few along with 
approach a man we 
say, “If you smoke or even use matches, 


these by 


here is a handy little holder.” He 
uses it many times a day, if he is a | 
smoker especially. Another little | 


novelty that we have made use of re- | 
cently is a little vanity case for the 
It is a case that is in two parts. 
On the inside of the lid there is a 
mirror, the bottom is a little powder 
container, and it has a little powder nuff 
with it. On the outside our ad is 
printed, which says, ‘Look into this and 
you will see the picture of a lady whose 
husband carries a Franklin Life policy. 
If not, he should. Tell O. B. Harrauff 
about it at Princeton, Ill.” Of course 
you understand that when she opens | 
this up and looks into the mirror she | 
gets her own reflection and we call her | 
attention to the fact that her husband 
carries a policy or should carry one. 
We have been making a special cam- 
paign to educate the women. We fre- 
quently talk to the wife first and give 
her some ideas about life insurance, 
thereby fortifying ourselves against 
things that the husband might say 
when we come in contact with him. 
These little vanity cases are a very nice | 
souvenir and assist in the approach, 
break the ice and create good feeling to | 
start off with. Any kind of a novelty, 


name on it is good, and we use numer- 
ous things very successfully. 
* * * 

N. P. Blanchard. State Mutual Life, 
Champaign, Ill—The only novelty we 
have been using since the establishment 
of this agency is an art calendar which 
I send out to my policyholders and | 
some of our best prospects the first of | 
each year. ’ 


| very little 


| either 


| used souvenirs such as pencils, 


| ferred to by 


| preciation. 


The calendar has always been mailed 
addressed to the policyholder and his 
wife and enclosed with it an engraved 
card wishing him a happy and prosper- 
ous New Year. 

l noticed some years ago that al- 
most every house has a long, narrow 
wall space somewhere in the general 
living room. Very frequently this is 
between two windows and the wife's 
secretary is generally placed between 
these same windows. I therefore chose 
an art calendar which is long and nar 
row and which would hang very nicely 
in this space, at the same time being 
an ornament to the room. There is 
advertising on it and that 
that shows could not be objected to in 
any way. 

That the plan works well and tends 
to keep both my company and me in 
mind I am very sure of, because of the 
numbers of these calendars which I 
have seen up in the different homes to 
which they have been sent and also 
because of the number of persons whom 
I have met, who have thanked me in 
person for them and made some state 
ment or other as to the usefulness and 


the place in which they have hung 
them. 
I have been watching pretty care- 


fully the results in this line by a num 
ber of other agencies who have been 
using various souvenirs but as yet I 
am not satisfied that they pay, with the 
possible exception of the birthday card. 
I am _ seriously contemplating using 
a birthday letter or an illum- 
nated birthday card in connection with 
prospects and policyholders. 


* * * 


. H. Kahler, Indianapolis Life, 
Peoria, Ill—We have at various times 
knife 
sharpeners, looking glasses, etc., but 
not in a systematic way. 

The one thing we do regularly is to 


| send our policyholders a birthday re- 


minder. Quite frequently this is re- 
a policyholder in such a 
way that I get some idea of their ap- 
The way my policyholders 
stick with me and continue to buy more 
insurance, leads me to believe that it 
has the effect of establishing closer re- 
lationship between this office and our 
clients. We change this letter each 
year so that a man will never get the 
same one. At Christmas time we 
usually send a greeting, although this 
is not done every year. 

[Mr. Kahler’s Christmas cards usually 
contain some fetching cartoon of him- 
self, which adds to the gayety of 
nations and makes the remembrance 
more personal. ] 


* * * 
A. A. Drew, Mutual Benefit, Chicago. 


| —A little novelty is a good thing. At 


the present time, however, novelties 
cost real money and they form a heavy 
expense item. For years we distributed 
a small memorandum book, and it be- 
came very popular. When we first put 
them out they cost us about seven cents 
apiece. Today the same book costs 
three times that much. Principally be 

cause of this increase we discontinued 
putting out the book. While I do not 
wish to discourage the idea of novelties 
I must say that there is a great deal 0! 
waste to them. They are good and 
effective advertising when they ar 
rightly distributed, but I have observea 
that the agent distributes more of them 

to unproductive sources than he does 
to his customers. Many of them take 


them home to their children or give 
them to friends with no intention 0! 
soliciting insurance from them. 
Novelties are good when rightly used 
They serve to encourage the good wil! 
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of the prospect and place him under a 
momentary obligation to the agent. 
* * * 


Robert F. Palmer, Berkshire Life, 
Chicago.—Our company has gotten 
out two standard novelties, both of 
which are very very useful and effect- 
ive. One is a leather-bound memo- 
randum book with the name of the 
company on the front, and the other 
is a six-inch rule, bearing the name of 
the company on one side and a ba- 
rometer of life expectation on the other. 
This barometer has created an unusual 
amount of interest and makes the rule 
a snappy novelty. The book has be- 
come quite an expense item, and for 
this reason it is not distributed as freely 
as formerly. 

+ * * 

Dr. H. C. Castor, Connecticut Gen- 
eral, Chicago.—The company has not 
fostered the idea of novelties very 
much, but a number of our general 
agencies have made use of various 
souvenirs and novelties. I have used 
them at times myself, my favorite ar- 
ticle being pencils. I have never been 
able to trace any business to it, and 
for that reason 1 am not very strong 
for the idea. It may be used success- 
fully by agents in the small towns, but 
in the large cities the people are too 
calloused to be influenced by the aver- 
age novelty. It places them under ob- 
ligation, and that is something which 
they do not want. 

. + * 

Percy D. Smith, Aetna Life, Chicago. 

We have always used novelties in all 
our departments. The life department 
puts out a little calendar that is very 
effective. Other departments give away 
such things as desk blotters, pencils 
and court plaster. These things are all 
inexpensive articles and serve to adver- 
tise the agent and the company. Some 
gener ral agencies have made it a prac- 
tice to give out more expensive novel- 
ties, such as a nice pocketbook or bill 
purse. To be effective a souvenir like 
that must be of good quality and neces- 
sarily expensive. If they are distributed 
freely they will make a big item on 
the expense account. 

When an expensive novelty is fur- 
nished I believe it should be used as 
an inducement to buy insurance or as 
a gift after it has been bought. A man 
should not give them to everyone he 
meets or interviews. He should be 
sure first that his man is a real pros- 
pect. I think that it is best to present 
them after a sale rather than before. 
Many agents like to use a novelty as 
an opener in an interview. In a way 
this method of procedure is rather re- 
pulsive in that it gives the prospect the 
idea that he is being bribed. It is far 
better, and possibly a little more con- 
servative, to give some token to the 
prospect after he has been sold. This 
generates good-will and will serve as 
a reminder to him when he is in need 
of more insurance. 
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Should Be Increased ! 








ICE-PRESIDENT THOMAS A. 

BUCKNER of the New York Life 
calls attention to the fact that the 
Bureau of Labor Statistics of the 
United States Department of Labor re- 
cently prepared for the congressional 
committee a tentative quantity and cost 
budget of income necessary to main- 
tain a family of five in health and de- 
cency in Washington, D. C. Mr. Buck- 
ner says that the figures have been 
widely used by labor unions for urging 
increases in wages, having been made 
on an elaborate basis and providing 
high standards for food, clothing, 
housing, etc. On the subject of life 
surance ideas and take larger amounts. 
mended as the amount that should be 
carried on the head of the family of 
five, supplanted by adequate insurance 
on the dwelling and property. Mr. 
Buckner then says: 














LIFE 





“With $7,500 as a minimum 
ance proposed for a labor unionist hav- 
ing a family of five, a standard is set 
for families of larger means. It is in- 
teresting that present conditions re- 
quire $7,500 as the minimum to take 
care of a wage earner s family at his 
death. The average mo Tn in force in 
the New York Life is only about $2,150. 
It is very evident that those who in- 
sure from now on must revise their in- 
surance ideas nad take larger amounts. 
Are you writing larger amounts of in- 
surance? Are you writing half the 
number of individuals for the same 
total yolume as formerly? If you are 
not you are failing behind. As a mat- 
ter of interest, inspect your average 
amount of insurance per application. If 
it isn’t at least twice as large as it used 
to be, take steps at once to make it so. 
You owe it to yourself, 
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your company, |; 


and you certainly owe it to the in-|& 


sured.” 


Successful Agent 
| Needs Real Force 





Secretary William 
Equitable Life of New York speaks of 
force as a valuable mental trait in 
soliciting. He says: 

“An agent may have a strong will 
and yet be unable to exercise it with 
skill and efficiency. He must, there- 
fore, learn how to control it, 
it efficient power. 

“Just as the skillful boxer can defeat 
a stronger man who does not know 
how to concentrate and 
strength, so the agent who knows how 
to economize and direct his strength 
can accomplish more than an 
whose will is equally strong, but who 
does not know how to apply it skill- 
fully. 

* * * 

“How then is the agent to develop 
his latent power, and make the most 
of it? Well, he must learn how to 
utilize his strength to the best ad- 
vantage, and how to conserve it. He 
must also practice concentration. And 
he must recognize the importance of 
momentum. Momentum is the power 
which results from adding together 
the weight of a projectile and the rapid- 
ity with which it is driven. With a 
great insurance corporation back of 
you, and the force of the appeal which 
you can make for life insurance, to- 
gether with the energy with which you 
can plead your cause, you ought to be 
able to work with a momentum almost 
irresistible in its power. 

“With a burning glass you can bring 
the rays of the sun to a focus and 
light a fire. This is an example of 
concentration. We are told that a 
tallow candle fired out of a gun will 
penetrate a deal board. This is an ex- 
ample of momentum. 


7 | 
“The successful agent must learn to 


proceed with dispatch as well as with 
strength. His situation is something 
like that of the surgeon whose success 
in some capital operation may depend 
as much on his celerity as on his skill.” 


Montana State Life Convention 
J. B. Dollard was announced as the 


new president of the agency organiza- | = 


tion of the State Life of Montana, at 
its annual agency convention at the 
home office in Great Falls. He won 
the office by reason of being the lead- 
ing producer of the company for the 
past year. Addresses were made by 
President George H. Stanton, F. E. 
Beaty, secretary and general manager 
A. S. Cartwright, agency director: 
F. E. Keenan, medical director, and 
several of the company’s leading sales- 
men. Paul L. Woolston, consulting 
actuary, conducted a question box. 


No woman can tell whether a hat is 
becoming to her until she ascertains the 
price. 
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‘“‘4 Company For The People’ 


GRANGE 
LIFE INSURANCE 
COMPANY 


LANSING - MICHIGAN 








GENTS representing the Grange Life have a number 
of points in their favor. It is a strongly ballasted 
institution, so that it appeals to those who are wont 

to scrutinize financial statements carefully. Its invest- 
ments are chiefly in farm mortgages which yield a large re- 
turn. These securities are the safest and most lucrative 
for life companies. 


To the man in the city, the Grange Life has an appeal be- 
cause of its plain, clear and business like policies. They 
meet every personal and business demand. 


To the people in the agricultural sections, the Grange Life 
is regarded as their own particular company. Much of the 
capital stock is owned by farmers. They have been back 
of it from its inception. They are giving it strong sup- 
port. 


The backing of the people in the rural localities means 
much to the agents who are selling Grange Life insurance. 
They have tangible support wherever they go. They do 
not have to be introduced, because the people know all 
about the company. 


The Grange Life is admirably located in one of the wealthy 
and prosperous states of the Union. Michigan is alive 
with industry. It is a state of manifold resources. It is 
an ideal home office state and a wonderful field in which 
to operate. 








Capital Stock - $ 185,174.01 


Assets - - - - 732,113.43 
Surplus - - - 204,961.26 
Insurance in Force - $10,967 ,689.02 








N. P. HULL 


President 


C. H. BRAMBLE 


Secretary and Treasurer 


I. D. WALLINGTON 


Superintendent of Agents 








When You Think of Michigan You Always Think of 


THE GRANGE LIFE 





palit) 


TULL LESTE PNM SRNE TPES eT 


bs hill 


TUVMERCEPRT TYRRES ARTE OP Sat CT 


sath) 


TUTTRIAT! (TURN PRINTNET VPPT 17 




















THE NATIONAL 


UNDE RW: TE R 








axa ssanionesiia 23, 1920 








Cincinnati and New York. 
MUTH, Secretary and ies er; a 
PAUL, Vice-Presidents; WILLIA 


| Published every Thursday eBeh 
| 


FRANK A 


Subscription Price, $3.00 a year; 





THE NATIONAL UNDERWRITER 


LIFE INSURANCE EDITION 


im. Bg yr UNDERWRITER COMPANY, Chicago, 

WOHLGEMUTH, President; JOHN F 
. HIGGINS, H.E. WRIGHT, NORA VI 
A. SCANL ON, 
BLAND, GEORGE C. ROEDING and O. E. SCHWARTZ, Associate Managers. 


| 
Cc. M. CARTWRIGHT, 
HOW = J. ogy eae E., Associate Editor 
POST, Associate Editor 
RICHARD C. BUDLONG. Associate Editor 
PUBLICATION OFFICE, Insurance Exchange, CHICAGO 
| CINCINNATI OFFICE, 229 East 6th Street, iE. 
| E.R. SMITH, Statistician; ABNER THORP, JR. Director Life Insurance Service Department 
| 


NEW YORK OFFICE, 95 William Street, New York; Telephone John 4243; 
GEORGE A. WATSON, Eastern Vice-President 


in Canada, $4.00 a year. 
In combination with The National Underwriter (Fire and Casualty) $4.00 a year; Canada, $6.00 


| 
WOHLG 
NCENT | 


Southwestern Manager; FRANK W. 


Managing Editor 


RALPH RICHMAN, Manager 


Single Copies 15 Cents 








Have We Lost the Work Habit ? 


Jutrus H. Meyer, Chicago general 
agent of the New ENGLAND Mutwat Lire, 
says that the principal difficulty in the life 
is that agents 
“During the 
most life in- 


insurance business today 
generally are not working. 
first six months of the year, 
surance agents wrote more business than 
they ever did before in their lives,” says 
Mr. Meyer. “When the vacation 
came around, they felt entitled to a rest. 
Accordingly, many of them took a month 
or six weeks and now that they are back 
on the work habit 
They are taking things easy. They know 
that it was not hard to get business dur- 
ing the first six months of the year and 
seem to feel that applications will be 
written somehow without much effort dur- 
ing the latter part of the year. 

“What we need now is a greater number 


season 


job, they have lost the 


Cultivation of 


Egouitan.e Lirr, of New York, in 
comment on cultivation of policy- 
brings out the point that men in 
their each other will 
boast of this product or that. A man will 
his lawyer, his 


Tut 
some 
holders, 
intercourse with 
brag about his physician, 
Another man has a good word 
for his tailor. Another speaks in a lauda- 
manner about his automohile. An- 
other has much praise for the make of 
tires or golf balls that he The 
Eqguitas_e says that, while men are given 
as to 


dentist. 
tory 
uses. 


to expressing themselves favorably 
their various positions, one seldom hears 
another boast of the company in which 
he carries his life insurance. The Equt- 
TABLE properly inquires as to the reason 
for this, to the fact that a man’s 
life insurance should be one of his most 
The company thinks 
there should be a 


owing 


valuable possessions. 
that, this being true, 
pride in its possession. 

Is it possible to increase that pride to 
that a man will speak 
in the same way that 
he dees his other possessions that are 
far less valuable? The Eovuitaste be- 
lieves that the same methods that other 


Mending 


can and do 
men. 


such an extent 


»f life insurance 


Lire insurance agents 
consider themselves fishers of 
They induce men to do their duty by 
women they take as wives and by chil- 
dren they bring into the world. They 
induce men to make those provisions 
which lessen crime, for poverty is the 
direct cause of much crime and the 
creator of living conditions which breed 
crime. 


of calls. Everybody knows that men will 
buy larger policies today than they would | 
have taken a few years ago. The man 





who was a prospect for $2,000 three years | 


ago will buy $5,000 today without hesita- 
tion. It all gets down to this: 
will only make the calls. 
take 
get out on the street 


and see the people. | 


| 


The busi- | bay li 
— nn — : |} amounted to $52,500. 
ness is there to be written if the agent | ° 1) accomplished in one week. 


Production will | 
care of itself if the agent will simply | 


| 


I feel this so strongly that I am ignoring | 


the total volume of business written and | 


am trying to get my men to produce ap- 


plications. The agent who will make an 


j 


| active 


effort to write a large number of applica- | 


tions will soon have his eyes opened as 


to the possibilities of business; and once 
he has seen the opportunities, a big vol- 
The important thing 


ume will follow. 


now is to see people.” 


Policyholders 


should be in so 
man 


The 


concerns employ used 
popularizing life insurance that a 
will speak about it to his friends. 
FQUITABLE says, in this connection: 
“How does a man acquire his enthusi- 
asm for a certain make of automobile, for 
Seldom, if ever, merely by the 
After he has purchased, the 


example ? 
use of it. 
manufacturer, directly or indirectly, keeps 
in touch with him. He receives circulars 
relating to the machine and reads adver- 
extolling its superiority. The 
calls upon him at intervals to 
running, and takes the 
increase his satisfaction 
and enthusiasm. He is not treated as 
dead-wood after he has bought, but is 
cultivated as a prospective customer for 
a repeat order and a booster for new 


tisements 
salesman 
learn how 
opportunity to 


it is 


business. 
“Our 
when we 


policyholders are enthusiastic 
sell to them usually, but, by 
neglect, we allow their feelings to die. 
Cultivate your policyholders. Make a 
point of seejng them at regular intervals. 
There are few practices of your business 
which will yield better returns for the 
time and labor expended.” 


the Nets 


But, like fishers of fish, the fishers of 
men must mend their nets. The twelve 
fishers of men which Christ sent forth 
were admonished of this necessity. 

Logic and sentiment are the warp 
and woof of the net with which life 
insurance men fish. They must have a 
fresh supply of both to keep their nets 
in perfect condition. New reasons and 
new plans of persuasion are constantly 


| Great 








| PERSONAL GLIMPSES OF LIFE UNDERWRITERS 





President George Kuhns of the 
Bankers Life of lowa is striving for a 
unity of the home office organization 
and with this purpose in mind, seeks a 
personal acquaintance with every one 
of the over 400 persons employed in 
the home office. He accomplishes this 
in several ways but principally through 
the medium of remembering cach em- 
ploye on his or her birthday. Each 
employe receives a message of birth- 
day greetings and each girl or woman 
receives, in addition, a bouquet of 
flowers while each man is presented 
with two tickets to the best vaudeville 
show in town. sirthdays are thus 
highly important events in the lives of 
home office employes for the Bankers 


Life. 


Wis., agency for the Bankers Life of 
Des Moines selected a list of 25 pros- 
recently in a small Wisconsin 
called on every man on his 
sold life insurance to 18 of 
total volume of business 
The work was 


pects 
town and 
list. He 
them and the 


Mr. and Mrs. W. D. Middlesworth of 
Chicago celebrated their thirtieth wed- 
ding anniversary last Saturday. Mr. 
Middlesworth is a member of the Chi- 
cago agency of the Mutual Life of 
New York. Despite his years he is an 
and aggressive insurance man 
with a keen sense of humor. 


The 


slayer 


| veteran. 
into office. 


of Gus D. Levy, promi- | 


gsc: — 3 i 
nent Shriner and life insurance man 1n |} 


New Orleans, was executed there last 
week. Mr. Levy was connected with 
the New York Life and was murdered 
in an attempted hold-up more than a 
vear ago, 

The insurance business 
resented in the recently 
Business Exchange Club of Cleveland. 


is well rep- 


William R. Stuart, district. manager of | 
| volume, 


the Connecticut General Life, has been 
named president, and under his leader- 
ship the club is being brought rapidly 
toward the 100 charter membership 
point. Andrew Haskell, 
Haskell, is a member, as is 
Barrett of the Owen-Crowell-Lauren- 
son Company. 

E. E. Cammack, actuary 


of the life 


organized | 
| change 


of Warren & | 
John T. | 


— : | Hurd is 
W. D. Schief of the Chippewa Falls, | 


many years prominently known in cer- 
tain life insurance circles as an author- 
ity on the technical side of the business. 
Mr. Cowgill has the distinguished rec- 
ord of having been mustered into the 
federal army two days before his four- 
teenth birthday, after having enlisted at 
Corydon, la., April 20, 1864. Mr. Cow- 
gill served as an infantryman and is be- 
lieved to have been the youngest soldier 
from the North. He is now living in 
Indianapolis and is selling life insur- 
ance for the Provident Life & Trust. 


H. Gordon Hurd, A. I. A., F. A. S. 
has been elected assistant actuary of 
the Fidelity Mutual Life and will take 
up his new duties about Oct. 15. Mr. 
now assistant actuary of the 
Great West Life Assurance of Winni- 
peg, and has been identified with that 
company since he graduated from To- 
ronto University in 1911. He succeeds 
. W. Marshall, now assistant actuary 
of the Fidelity, who goes with the 
Provident Life & Trust. Mr. Marshall 
was formerly connected with the Provi- 
dent. He went with the Fidelity about 
five years ago. 

In the first election in Missouri in 
which women voted, Warren Flynn, St. 


Louis m: anager of the Massachusetts 
Mutual Life was named mayor of Uni- 
versity City, an exclusive St. Louis 


suburb, over Harry Castlen, an overseas 
Mr. Flynn has been inducted 





No Increase in Lapse 
Ratio Yet, Milwaukee 


Underwriters Assert 


MILWAUKEE, WIS., Sept. 
Life underwriters in Milwaukee up to 
this time have noticed no appreciable 
in the lapse ratio. New busi- 
ness continues to be produced in large 
although some note increasing 
resistance in selling. Ordinary life 
still holds first rank in the popularity 
of plans, and agents generally are con- 
tinuing to push this form on the 
economy argument that it provides the 
greatest protection for the least money 
and is therefore sought by those who 


21.— 


| wish to protect their inheritance tax or 


department of the Aetna Life, has just | 


returned from a business visit to Eng- 
land. 


John G. Schmitt led the agents of the 
American Life of Hutchinson, 
Kan., for August. He signed a con- 
tract with the Great American, 
of last year. In 
23 days he has personally written 132 
applications for $302,000 paid for in- 
surance. About 50 percent of his appli- 
cations were signed by members of the 
Mennonite church, who have not been 
favorably inclined toward life insur- 
ance. He worked in a limited area. 
which has always been regarded as hard 
territory. He is one of the youngest 
agents in Kansas. 


The encampment of the G. A. R. at 
Indianapolis this week is bringing to 
the surface the war records of many 
men who have distinguished themselves 
in various lines of insurance work. 
Among these there has been noted in 
Indianapolis newspapers the war ex- 
periences J. Ewing Cowgill, for 








bales supplied through home offices, 
through sales conventions and through 
the business press of insurance. The 
fisher of men who does not avail him- 
self of this material with which to mend 
the nets of salesmanship which he uses 
will find that on many a haul his catch 
has slipped away. 


provide for an inheritance at the lowest 
possible cost. 


“A favorite and effective argument 


| generally used in selling is the neces- 


;} turn to 


Oct. 8 | 
the ten months and | 


sity of having an immediate cash re- 
cover inheritance tax and 
thereby, at a very low cost, have a 
liquid asset that immediately becomes 


available at death,” said Bruce Whit- 
ney, manager of the Mutual Life of 
New York. “Then there is the argu- 


ment that government insurance pro- 
moted the subject of life insurance and 
suggested $10,000 as the amount the 
young soldier or sailor ought to carry. 
This, in turn, impresses his father and 
family with the thought that nothing 
less than this amount should be carried 
by the average insured.” 

Clifford L. McMillen, general agent 
of the Northwestern Mutual Life, 
speaking of the future prospects in 
view of existing economic conditions 
generally, expressed the thought that 
life insurance production can be main- 
tained at the level of the last year or 
two providing agencies will expend 
enough additional effort. As in the 
case of ordinary commodities, selling 
today requires a great deal more ot 
the art of salesmanship than six or 
twelve months ago. Undoubtedly sales 
resistance is increasing, and probably 
will continue to increase, but increased 
effort by agents doubtless will make it 
possible to compensate for the greater 
difficulty in selling. The fact that 
people do not buy life insurance, but 
must be sold, is truer today than at any 
time in the last two years. 
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Mutual Life of Illinois 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 


A Company of Service 


Service to Policy Holders Service to Agents Service to the Public 


Operators under the “Famous” Registration Act which requires the 
reserve on every policy issued to be deposited and held in 
Trust by the Insurance Department of the State 


Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 
A few good openings for good live producers in Illinois. Correspondence Invited 
H. B. HILL, President G. C. ROCKWOOD, Vice-Pres. DR. J. R. NEAL, Sec. 
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MINNEAPOLIS “OVER THE TOP” 


Association There Now Has Member- 
ship of 255— Credit Given to 
President Godwin 





MINNEAPOLIS, MINN., Sept. 21. 
—At the September rally meeting of 
the Minneapolis Association of Life 
Underwriters which followed the usual 
summer vacation of two months, the 
presentation of 58 new names, with six 
re-instatements, brought the associa- 
tion over the top in the National As- 
sociation Campaign quota of 250, show- 
ing a total of 255. In view of this 
achievement due largely to the persist- 
ent activity of President Godwin, the 
secretary proposed in 
ment a viva voce vote of thanks, asking 
that it be made a “roof raiser,” and the 
unanimous good will of the response 
evidenced the appreciation of the mem- 
bership. 


acknowledg- | 





| ice-cream men of the country had suffi- 





In thanking the association for co- 
operation in the campaign, President 
Godwin took occasion to say that if the 


cient influence at Washington to secure 
abatement of the tax on ice-cream 
cones, he thought 20,000 Life Insurance 
men ought to have enough influence to 
bring about repeal of the discrimina- 
tion against business insurance. 

C. M. Odell proposed that as a pro- 
moter of mutual good will and a pre- 
ventive against “Knocking,” members 
of the association should call each other 
by their first name; and suggested, not 
without reservations, that this custom 
might even make the women feel 
younger. 

Speaking on, “Why I Am a Life In- 
surance Agent,” E. E. Jewett of the 
Northwestern National, said in part: 

Men need not so much to be informed 
as te be reminded. I wish to set forth 
two principles and two reasons. First. 
A vision of values is the start of enter- 
prise. The thing we deem to be of great 
importance we put foremost, and that 
which we deem of least importance, we 
put last. 

The “Why” 





im- 


: 
| 
| 
| 
| 


in our subject is as 





portant as “How.” The motive is as im- 
portant as the method, probably more so. 
We should ask whether our motive is 
strong enough to call out the best that 
is in us. Why am I and why are you 
in the life insurance business? 
Primarily, because thereby we make a 
living. This is the financial motive. The 
passion for possession is compelling. I 


have a goal every month, in commis- 
sions. I go out and work harder be- 
cause of that. But we must remember 


and see to it that this motive of posses- 
sion does not get under the vest of the 
prospect. 

Again, we should have a conviction of 
the tremendous value of what we are 
doing. This gives to the agent a dy- 
namic, a force, Listlessness cannot stand 
in competition with life force. A funda- 
mental is this: One must love the thing 
he is doing, he must prefer it to pleas- 
ure. Selling life insurance is not so 
much a matter of brain as of heart. 
Hence the importance of being gripped 
by the thing we are doing. If any one 
would rather do something else, let him 
get out of the life insurance business. 
Let us enter on our great task realizing 
all of these things, and that our work is 
tremendously worth while. 

* * x* 

Denver, Colo.—The Colorado associa- 

tion last week tendered a dinner to Wil- 
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liam Alexander of New York, secretary 
of the Equitable Life, and Edward A. 
Woods, general agent of the company at 
Pittsburgh, Pa. About 200 were present 
Senator Thomas of Colorado was one of 
the principal speakers, discussing the 
government views of life insurance and 
its application to business in general. 
* * x 

Jackson, Miss.—At the regular monthly 
meeting of the Jackson association a 
resolution, introduced by E. H. Brad- 
shaw, was passed, instructing the sec- 
retary to address letters to general 
agencies of all companies operating in 
Mississippi, asking for a list of men 
living in Jackson who have been fur- 
nished with rate books. This is looking 
towards the elimination of part-timers, 
who are not licensed agents. Represen- 
tatives of companies present expressed 
themselves as willing to furnish such 
lists upon demand. 

Another resolution was passed which 
provides for a regular program at each 
meeting. Each program is to be in 
charge of one of the companies. E. H. 
Bradshaw was named chairman of the 
program committee, and B. J. Williams 
and H. J. West members. 

* * xX 

Sioux City, Ia.—Resuming its regular 
meetings after a summer of inactivity 
the Sioux City Association held an in- 
teresting and profitable session Satur- 
day evening. The October meeting will 
be in the charge of the Conservative 
Life, one of the newer companies with 
home offices here. Commissioner Sav- 
age is expected to make the principal 
address. At the last meeting the fol- 
lowing objections, which the life men 
encounter every day, were discussed and 
answered in a helpful manner: 

Come around in sixty days and Ill 
give you my application. 

I carry lodge insurance, It’s cheaper. 

I do not believe in life insurance. 

I will take the chances. 

I'll talk it over with my wife. 

I can handle my money to better ad- 
vantage. 
am single and don’t need insurance 
I have plenty of insurance. 

I cannot afford life insurance. 


— 


I want to pay my debts first. 
I have property and don’t need life 
insurance. 
* - . 
Milwaukee, Wis.—A gain of 202 per- 
cent in the membership of the Milwau- 
kee Association is represented by the 


additions to the enrollment made during 
the recent campaign conducted by Presi- 
dent Manford W. McMillan of the Pru- 
dential, as part of the National Associ- 
ation drive to increase its membership 
to 20,000 by the time of the annual con- 
vention. When Mr. McMillan became 
president March 1, the Milwaukee Asso- 
ciation enrollment was 86. Since that 
time 174 members have been added, mak- 
ing a total of 260. At least five addi- 
tional memberships have been received 
since the campaign closed Sept. 10. 
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Prudential Promotions 


Beginning the week of Sept. 20, Agent 
Guston DeVaux of the Pittsfield, Mass., 
district and Agent Stephen G. Burke of 
the Lawrence, Mass., district will be pro- 
moted to the position of assistant super- 
intendents in their respective districts. 

Agents William E. Ausmus, Wichita, 
Kan.; Fred J. Marz and Guy A. Bryan, 
both of Terre Haute, Ind., have been pro- 
moted to the position of assistant super- 
intendent of their respective districts 
Their advancement was gained in recog- 


nition of the satisfactory manner in 
which they had been handling their 
agencies. 


Daniel M. Calkoen, agent in the Pater- 
son, N. J., district, has been promoted to 
take charge of an assistancy staff in the 
same district. 


Insurance Men Boost Exposition 


Many of the leading insurance men of 
Evansville, Ind., are on committees to 
arrange for the second annual Evans- 
ville exposition to be held at Cook’s Park 
Oct. 4-16. A number of the insurance 
men will have booths at the exposition 
Among the men who are interested in 
the exposition are Will O. Ferguson, dis- 
trict manager for the Penn Mutual Life 
Arthur Ortmeyer of the Northwestern 
Mutual Life; A. L. Holland of the Metro- 
politan; D. C. Williams of the Pruden- 
tial; Paul DeKress of the Travelers: 


Richard Graves of the Public Savings; 
Charles B. Rudd of the Guardian Life, 
and many others. 
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| LIFE AGENCY CHANGES | 














Horace F. Sharpe 


Horace F. Sharpe has been appointed 
assistant to Virginia Manager A. O. 
Swink of the Atlantic Life, effective 
Oct. 1. He succeeds Arthur Levy, who 
recently resigned to devote his entire 
time to personal production. Mr. 
Sharpe has been assistant secretary of 
the Atlantic Life for several years, in 
charge of the policy department. 
has grown up in the service of the com- 
pany and is well fitted for his new posi- 
tion. 


Life Agency Notes 


John A. Brown, agent for the Good- 
rich Transit Company for 24 years at 
tacine, Wis., has been appointed district 
agent of the Penn Mutual Life at Racine. 


E. P. Bateham, formerly of Norwalk, 
O., has been appointed assistant mana- 
ger of the Cleveland, O., district, Con- 


necticut General Life. 








NEWS OF LIFE POLICIES 





Digest.” publ Sin hfemet tne sete 
annually in May at $1.50. 

















New Child’s Endowment 


A new child's endowment contract has 
just been issued by the Central Life of 
Des Moines. The contract is very flexible 
in its provisions, thus meeting the 
changing needs of the insured. If the 
policy matures on the basis originally 
selected, it is paid out in 20 years for 
$1,000 and in addition if taken out at 
age of 5, $177 additional pure endowment 
is paid, making at age 25 a tal of 
$1,177 cash. When the assured attains 
the age of 25 or has paid 20 annual pre- 
miums of equal size, he can, without 
any additional cost, take in lieu of the 
policy originally applied for, a paid up 
policy for $3,812. The assured may pre- 
fer to have simply a $1,000 paid up pol- 
icy and as much immediate cash as his 
contract will permit in addition. Under 
such circumstances, on a $1,000 policy 
taken out at age 5, after 20 years the as- 
sured will receive a $1,000 paid up pol- 
icy and $868 cash. 





| NEWS OF COMPANIES 























Bankers Life of Des Moines—It is 
again writing business at the rate of 
over $10,000,000 a month following a pro- 
duction of less than $9,000,000 in Aug- 
ust, which was the first month since 
February of this year in which the pro- 
duction of the company has fallen under 
the ten million dollar mark, The total 
production of the company for the first 
nine months of the year will be approxi- 
mately the same as that for the entire 
year of 1920, which was $85,000,000. 

es 2 6 

Business Men's Assurance—From April 
1, on which the company’s first life busi- 
ness was issued, to Aug. 31, the total life 
production was $1,771,500. 





| 








Thinking in Terms | 
Of Monthly Income | 


In measuring the amount of insur- 
ance a man should carry, think in terms 
of income and get your prospect to do 
the same. Note the following simple 
tormula for ascertaining the amount of 
veekly income which $1,000, or any 
multiple thereof, will produce at 5. per 
cent interest: 

$1,000 invested at 
week—($50 a year). 

$5,000 invested at 5% 
week—($250 a year). 

$7,500 invested at 5% 
week—($375 a year). 

$10,000 invested at 5% 
week—($500 a year). 

$15,000 invested at 5% 
week—($750 a year). 

$25,000 invested at 5 








5% produces $1 a 


produces $5 a 
produces $7 a 
produces $10 a 
produces $15 a 


% produces $25 a 


week—($1,250 a nti Sy —Agency Items. 








Equitable Life of New York 
The world loves a tellow who when 


he gets his opening will Butt Right In. | 


* * * 


Don’t let trouble worry you, for if 


you do you will continue to borrow it 
| from every source and it will soon 
|} overwhelm you. 

*x 7 * 


He | 


} in 


You cannot afford to make a success 
any undertaking if you enter into 
the work in a half-heated way. You 
must believe in yourself, in your com- 


pany, and in your business. 


| 
| 
| 





*_ * * 


There is nothing that succeeds like | 


success, and the very first soliciting 
you do is a very important factor 
making a success of your business. 


As 


| you begin you will be apt to continue. | 


* * * 


It has often been remarked that the 


same amount of time and energy put | 


| into life insurance soliciting that is 
used in other lines of work would 
make the average insurance man rich 
in a few years. 
* * 
In talks with the most successful in- 
surance solicitors I have found that the 


in | 


SOME HINTS : TO LIFE AGENTS 


BY G. T. SIBLEY ————. -_ 


| largest percentages of their business is | 


closed on the first interview. 
* + . 

It is a mistake to tell all you know. 
In fact, it not so much what you 
say as HOW you say it that is effective. 
The HOW consists of tact, intensity 
of purpose, and to a certain extent 
putting yourself in the _Prospect! s place. 


is 





No one can a Sietien or ambitious 
who idle. If you want to make a 
success and keep money in your bank, 


is 


|go out with a purpose, and let that 
purpose be that you will see at least 
}one man for each working hour. Try 


this for a month. 
* * * 

When you hear a man complaining 
of business being dull you can bank 
on it ninety-nine times out of a hun- 
dred that it is himself that is dull. 

+ * * 


i ° . . 
| pany to insure success in the insurance 
| 


business. 
* * . 

Don’t let disappointment get the best 
of you because you have a case re- 
jected or because the other company 
has accepted him. Every insurance 


You must be in love with your com- | 


man has this to go up against, and it 

is much more profitable to go out and 

look up others than to waste time fret- 

ting over the lost case. 
* * * 

One of our representatives recently 
asked me how it was that we invariably 
had better success through the work 
done after supper on a recent trip we 
made together. It is simply because 
we could get better attention from the 
party then interviewed, we had less 
chance of being interrupted, and from 
that very circumstance would put more 
force and emphasis into our talk. 

Sell the man the insurance on busi- 
ness principles, and sell him what he 
ought to have, and the chances are that 
you will do more business with him 
later, or at least with others through 
his instrumentality. Always leave a 
man with such a feeling for you and 
your methods that you will never have 
any hesitancy in going after him again. 
The Golden Rule works mighty well 
in insurance. 


INCOME SELLING POINT 
Give a woman $50,000, and she will 
in want in a few years. 
Give her $2,000 a year and she will 
be short of money before the end of 
every year. 

Give her $100 a month, and she will 
prosper as long as she lives.—Agency 
Items. 


be 





$500 


TO 


$2500 


Guaranteed 
to a Child 


Education 3usiness 










Ordinary Insurance 


FOR CHILDREN 


O 


is a chance 
a larger 





IN TEN 
FIFTEEN 
OR 
TWENTY 

YEARS 


The Public Savings 
began business in 1910. 
intermediate and industrial insurance. 
now has over $32,000,000 of life insurance 
in force in its home state, $18,000,000 of 
children. 


ISSUED 
AT ANY AGE 


which is on 


people of 


One Day to 


Fourteen Years ing itself felt. 


For Further Particulars Write 





Public Savings Insurance Co. 


Indianapolis, Indiana 
Operating only in Indiana 


FFERS to all agents a big opportunity 
to add to 
ordinary 

from age of 1 day to 15 

issued in sums of $500 up to $2,500. 

to open new avenues 
family service. 
for children’s insurance on the ordinary plan. 


No one has to introduce this company to 
Indiana. 
aggressive agency organization that is mak- 


writing 
children 
are 
Here 
and offer 
There are demands 


their income 
life insurance 
years. 


by 
on 
Policies 


Insurance Company 
It writes ordinary, 
It 


It has a large and 


Carl G. Winter, President 
Charles W. Folz, Secretary 









Marriage 


Home Office: 


Indianapolis, Indiana 
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OLD LINE BANKERS LIFE INSUAN 


Corninc, Iowa, May 21, 1920 


Bankers Life Insurance Co., 
Lincoln, Nebraska 


GENTLEMEN: I beg to asknowledge receipt of your check for $3,101.20 in settle- 
ment of my matured policy No. 7086 in your company; same being handed me by 
your agent, Mr. Mack. 


Since my association with your company I have always been satisfied with your 
methods of business and now appreciate your promptness in settling my policy. Today 
I receive the money back that I have paid you and in addition receive a surplus of 
$231.20, thus having had twenty years of insurance for nothing. 

Without hesitation I can always recommend the Old Line Bankers Life of Lin- 
coln, Nebraska, to my friends and acquaintances as I believe that an Old Line Policy 
in your company is one of the best investments that a young man can make. 


Thanking you, I remain, 
Very truly yours, 


A. T. WHEELER. 


NEBRASKA City, NEBRASKA, May 14, 1920. 


The Old Line Bankers Life Insurance Co., 
Lincoln, Nebraska, 

GENTLEMEN: ‘Twenty years ago today you issued to me Policy No. 7048, for 
$2,000.00, on a Ten Pay, Twenty Year settlement basis, and today, through your 
General Agent, A. F. Handley, I am in receipt of your draft for $704.26, and a fully 
paid up policy for the original amount, and at my death the amount will be paid to 
my estate that my judgment originally told me to carry. 


I am proud of the fact that I have made a success of farming, and have accumu- 
lated a nice estate, and I am doubly proud to say that I am sure that the Bankers 
Life is the lowest net cost of any estate I have. I am getting back as much as I have 
paid in, less $237.74, which is the net cost of this Paid-up policy, and I will continue 
to cut down that net cost as long as I live with the participations. I want to thank 
you for the showing you have made for me, and will say that the returns are much 
larger than policies maturing in my locality by eastern companies. 


Very respectfully, 
LOUIS E. PURSEL. 


ORDINARY LIFE 
TWENTY YEAR DISTRIBUTION POLICY 
Matured in the 
OLD LINE BANKERS LIFE INSURANCE 


COMPANY 
of Lincoln, Nebraska 





Name of insured...... Abraham T. Wheeler 
din aennaeincew ham Corning, Iowa 
I oa naib cake a $5,000.00 
Total premiums paid Company..... $2,870.00 


SETTLEMENT 


Total cash paid Mr. Wheeler....... $3,101.20 
And 20 Years’ Insurance for Nothing 


TEN PAYMENT LIFE POLICY 
Twenty Year Settlement 
Matured in the 


OLD LINE BANKERS LIFE 
INSURANCE COMPANY 


of Lincoln, Nebraska 





Name of insured............ Louis E. Pursel 
Residence........ Nebraska City, Nebraska 
I i vcassccnsegenuce $2,000.00 
Total premiums paid Company...... $942.00 


SETTLEMENT 
Total cash paid Mr. Pursel.......... $704.26 
And a paid-up participating policy for 
$2,000.00 


We are prepared to assist agents in organizing for action, giv- 
ing them the kind of Home Office service and co-operation 
which will multiply their earnings. If interested, write us. 


Home Office, Lincoln, Nebraska 
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Beatrice, NepraskA, April 28, 1920 


Bankers Life Insurance Co., 
Lincoln, Nebraska 


Dear Sir: Your General Agent, A. H. Gray, just handed me your draft for 
($359.61) three hundred fifty-nine dollars and sixty-one cents, being the surplus 
on my $1,000.00 policy, together with a fully paid-up policy for $1,000.00, making a 
total value in the best assets I know, of $1,359.61. I only paid you $652.00 in the 
whole twenty years, giving me an actual profit of $707.61, and twenty years’ protec- 
tion, which I consider has been a splendid investment. I wish to take this opportunity 
to thank you for this prompt and liberal settlement. 


Yours respectfully, 


ALICE E. DeBOLT. 


Funk, Nepraska, April 17, 1920 
Bankers Life Insurance Co., 
Lincoln, Nebraska 

GENTLEMEN: This letter is to inform you that your agent, J. J. Boasen, has 
just handed me your check for $283.65, which is the accumulated surplus on my 
$1,000 Fifteen Year bond. I am glad to tell you that I am pleased with the large 
amount of surplus, and it also seems mighty good to have my $1,000.00 policy paid 
up for the rest of my life and I understand this paid-up policy will pay me a dividend 
annually as long as I live. 

I consider this one of the best propositions I know of to combine protection, 
savings and investment. I consider this an excellent plan for every young man, and 
I recommend your company as being careful and conservative and an excellent 
company for any one to place their insurance with. 


Yours truly 
CHARLES A. PETERSON. 


It’s easy to sell Bankers Life Policies. 
satisfaction of every policy holder. 
to Home Office, Lincoln, Nebraska. 


Why not try it? 


UANCE COMPANY OF NEBRASKA 


TWENTY PAYMENT LIFE POLICY 
Matured in the 
OLD LINE BANKERS LIFE INSURANCE 
COMPANY 


of Lincoln, Nebraska 





Name of insured...... Mrs. Alice E. DeBolt 
ee eae Beatrice, Nebraska 
PR GE GU vias 0600 50cneesess . $1,000.00 
Total premiums paid Company..... .$652.00 
SETTLEMENT 

Total cash paid Mrs. DeBolt........ $359.61 
And a Paid-up Participating Policy 

for cea . ...++» $1,000.00 


FIFTEEN PAYMENT LIFE POLICY 
Matured in the 
OLD LINE BANKERS LIFE INSURANCE 
COMPANY 


of Lincoln, Nebraska 





Name of insured.......Charles A. Peterson 


tes cog eset Funk, Nebraska 
Be sii v's'nvcuwaccneaest $1,000.00 
Total premiums paid Company... .. . $662.25 
SETTLEMENT 
Total cash paid Mr. Peterson...... . $283.65 
And a Paid-up Participating Policy 
for ea eean ss». $1,000.00 


They mature to the 


Write 
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The Prudential Insurance 
Company of America 


Forrest F. Dryden . 


Incorporated Under the Laws of the State of New Jereey 
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THE RIGHTS OF 
THE INDIVIDUAL 


AND THE SAFEGUARDS 
OF INDIVIDUAL RIGHTS 


IGHTS and duties are personal. Pleasure and pain 
are personal. The combined rights of individuals 
make up the rights of nations, and the “rights 
of nations sometimes clash. It was for the pro- 
tection of these individual rights that Americans entered 
the war; it was to defend these rights that we raised 
vast armies, disciplined and equipped them, and sent 
them overseas to fight. It was for individual rights that 
our men fought so heroically. Their victory is a victory 
for individual rights. ” f 

Laws and Courts and treaties and bailiffs and armies 
are properly the safeguards of individual and national 
rights. The first law of mankind was club-law,—the 
law of the strongest—the law of the jungle. The ultimate 
law,—the law toward which Democracies are struggling,— 
will be the law which gives every individual his rights, 
harmonizing them with other men’s rights. 

In a Democracy men are assumed to have been born 
with certain inalienable rights which are protected and 
restrained by laws which men themselves more or less 
directl ke and execute. ; 

cas an not rights; they should define rights and 
be their safeguard. ; 

Apply this reasoning to Life Insurance and see how 
reasonable and how imperative it becomes. . 

The wife, who is the home-maker, and who, while 
making the home, loses the opportunity to earn an inde- 
pendent income, has the right to some sort of protection 
against the risk of her husband’s death. Children have 
a right to be well brought up and well educated. These 
rights should be safeguarded as against the death or total 
disability of the husband and father. In most cases there 
is no safeguard except Life Insurance. ; 

The rights of the individuals—husband, wife and 
children,—are written in the policy, and are further safe- 
guarded by the accumulations of the insuring company 
and by the laws under which it operates. You can't live 
real democracy without insuring your life. 

The New York Life Insurance Company issues a 
Policy insuring against the risk of death or total dis- 
ability. Behind each Policy is seventy-four years of ex- 
perience, abundant resources, and the supervision of laws 
that define and maintain the rights of individuals. 


NEW YORK LIFE INSURANCE Co. 
346 Broadway, N. Y. 
DARWIN P. KINGSLEY, President 

















Why General Insurance Men in 


Small and Medium Sized Towns 
Do Not Make Good Life Agents 


HY do not general insurance | 

agents in the smaller cities and | 

towns make better life insurance | 
agents? Theoretically the local insur- | 
ance agent in the smaller centers writ- | 
ing fire, accident and health compen- | 
sation, liability and other forms of | 
insurance is the ideal man to handle | 
life insurance. He has the acquaint- | 
ance. He is favorably known to a large | 
number of good life insurance pros- | 
pects. He needs no introduction. He | 
has a good standing in the community, | 
and on the face of it it might be ex- | 
pected that he could land a life insur- | 
ance application quite frequently in 
connection with the handling of his 
other business. As a matter of fact, the 
inexperienced general agent of a com- 
pany will often appoint many general 
insurance men in small towns expect- 
ing to make a clean-up but in the great 
majority of instances very little busi- 
ness is produced by men of this class. 
As one generai agent said, “They look 
good on paper,” but they rarely develop 
into first-rate consistent life insurance 
producers. 


Says Fire Agent 
Is Not Salesman 


A company official who has tried out 
general insurance men as life agents 
said recently: 

“Local fire and casualty insurance 
men do not make good life insurance 
producers, principally for the reason 
that they have lost the selling instinct. 
So much of their business is sent into 
the office voluntarily or at least is se- 
cured with so little effort that life in- 
surance presents a great many diffi- 
culties by contrast. The fire insurance 
man can sit in his office and telephone 
his customers that their policy is about 
to expire and that he is going to write 
another one for them. Some of them 
do not even do this. They simply mail 
out a new policy about a month before 
the expiration of the old one, and the 
business stays on the books. To a very 
great extent it is simply routine. The 
fire insurance agent is not a first-class 
salesman because he does not have to 
be. 

Have Too Many 

Lines to Sell 


“We used to think that the general 
insurance man _ specializing on farm 
business might make a good life agent. | 
But we found out that it didn’t work. 
The local agent who sells to the farmers 
has to do a lot of business on one trip. 
He drives out into the country and on 
the one interview usually takes care of 
all of the farmer’s fire insurance. He 
writes a policy on his house, barn, 
farm implements, live stock, etc. He 
writes a hail insurance policy and per- 
haps an accident and health contract. 
In other words, he gets all of the busi- 
ness that he possibly can on the one 
visit and at the conclusion of the inter- 
view might possibly say, “Now, if you 
ever want any life insurance remember 
that I can take care of you. How are 
you fixed? What about some life in- 
surance?” Of course, when the sub- 
ject is introduced in this manner, the 
agent gets no business. We find that 
agents of this kind are not thinking 
about life insurance particularly. They | 
think of it only in connection with | 
other forms of insurance that they have | 
to sell. That is, they do not special- 
ize. One brand of insurance indemnity 
looks the same to them as another. 
They are general insurance men giving 
particular attention to no one form, 
and as a result I believe that they are | 
very largely peddlers and order takers | 
instead of salesmen. 


Life Prospects Must Be 











Sought Out 


“Life insurance requires study and' 


attention. It is the one form of insur- 
ance that the agent must know about. 
The fire insurance policy can be written 
by a man who knows comparatively lit- 
tle about fire insurance, but life insur- 
ance is not secured by the uninitiated. 
A prospect can not be asked whether 
he wants any life insurance and be ex- 
pected to buy some. The agent who 
sells life insurance must create the de- 
sire, arouse enthusiasm on the part of 
the prospect, and initiate and carry 
through the entire transaction. Very 
few people say they want life insur- 
ance voluntarily. If you don’t believe 
it try going from door to door some 
time and asking people whether they 
don’t want some life insurance. Per- 
haps one in a thousand will say yes 
and then you will find that he is phys- 
ically unfit.” 


Agency Connections of 
Great Help 


The agency manager of one of the 
companies that has been somewhat suc- 
cessful in doing business with general 
insurance agencies, said regarding their 
plan: “The only way we have been 
able to get business out of the man in 
the small town writing all sorts of in- 
surance is to have him appoint some 
young man to specialize in and handle 
the life insurance end of the agency. We 
have found that where a general in- 
surance man will take on some one to 
devote his entire time to life insurance 
they can get results. The standing and 
connections of the average up-and-com- 
ing general insurance agency are of 
great assistance to the life insurance 
man connected with the office. If 
Smith & Smith are doing a big gen- 
eral business, the man in charge of the 
life insurance end of the agency can 
get an audience with all of the agency’s 
customers, The difficulty in getting in- 
terviews is almost eliminated. A card 
sent in bearing the name of Smith & 
Smith means that the man presenting it 
will get a hearing. Difficulties in the 
way of the straight-out life insurance 
man are not in the path of the life in- 
surance man connected with the gen- 
eral insurance agency. The name and 
various connections of the agency will 
carry its life insurance manager 
through. 


Life Insurance Demands 

Agent’s Whole Time 

“The trouble is in keeping the one in 
charge of the life insurance department 
entirely apart from the other interests 
in the agency. Sooner or later the 
other partners in the agency begin to 
call upon the life insurance man to 
solicit fire, casualty or liability busi- 
ness. If the life insurance man con- 
sents he begins to slip so far as the 
production of life business is con- 
cerned. In other words, the moment 
the life insurance man begins to divide 
his interest his production suffers. In 
order to be successful a life insurance 
man must eat, sleep and think life in- 
surance or he can not produce the maxi- 
mum amount of business. You have 
seen any number of great personal pro- 
ducers who after they reach a certain 
stage commence to relax a little. They 
get interested in politics, or civic affairs 
or one thing or another, and soon after 
they do their life insurance business 
begins to drop down. The man who is 
producing life insurance must be keyed 
up, must be thinking life insurance all 


| the time, and must have no other 


major interests.” 


Kind of Life Man 
That Succeeds 
Another company official who has 


| done more or less experimenting with 
| general insurance men as agency ma- 


terial said: “A grain elevator man, 2 
real estate man, or any one in a small 
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town who is in the habit of going out | unnecessary to him when 90 per cent 
after business is better than the gen-| of his business just renews each year 
eral insurance man who gets so much]| when he reminds the assured that it is 
of his business without exercising real | time to take out another policy. The 
salesmanship. Although the general in- | life insurance agent must be a man who 
surance man may make any number of | has learned to use every selling device 
calls during the day, they are more or | in the book. He must make a special 
less routine. He has a wide acquaint-| study of the men he wants to sell, 
ance, to be sure, but his business talk | learn something about them, their 
is more or less mechanical. He simply | habits, financial circumstances, family 
goes in and gets a renewal or perhaps | and business life, and go to them fully 
an increase that the assured himself | armed. He must make some prepara- 
may request. He does not create or in- | tion for an interview. He must know 
itiate very much business. He does not| why the prospect he is trying to sell 
study the needs of his prospects in an | should take out life insurance, what the 
effort to find out what other form of in- | appeal will be, etc. The fire insurance 
surance he can sell them, what kind of | man does not study his prospect in this 
a selling talk will make an appeal, and | way. He falls down as a life insurance 
just what he can say or do that will | man because he will not make the 
result in new business. This seems | effort.” 








| Salesman’s Interest and Favor Specialization 


LIFE AGENTS AND MULTIPLE LINES 


Many Successful General Agents Oppose Division of 











ESPONSES to an inquiry sub- | centrated effort. It follows logically 

mitted to a number ot successful that an agent cannot concentrate and 

general agents of life insurance | do intensive work if he is distributing 
companies in the larger cities as to | pis energies over a multiplicity of lines. 
whether life insurance agents should There is scarcely a day sees which 
handle any other lines of insurance, or d pants y 2. 
devote their attention strictly to life ote BE prove the truth of this con- 
solicitation, show that the majority of tention. : , 
them are opposed to any division of Our present business and social eco- 
the agent’s interest, and hold that best | M°™MIcs are more complex than we have 
results can be obtained by specializing | ¢ver known. These changed condi- 
in the life field. Their comments are tions require a greater technical skill 


as follows: and broader experience in life insur- 
* * ance service which is the most poten- 
Charles E. Knight, Denver, Colo.— | tial factor in their adjustment. 


My experience has shown that it is I think it safe to say the public is 
not satisfactory for life specialty men | demanding of the agents expert service 
to take up any of their time solicit- | because it is the tendency of the times. 
ing other lines of insurance. 7 = 8 
I feel confident should the man han- Wilson Williams, New Orleans, La. 
dling all lines of insurance devote his |—I am firmly of the opinion that life 
entire energies to one special line the | agents should hold tight with both 
returns would be far greater. I have | hands to the life line. By so doing 
endeavored to show my men where it | they could not handle any other line 
was to their advantage to devote their | unless they put their foot in it, and 
entire time to one of the different | thereby invite dire consequences. 
branches of insurance and where they Men of ambition and purpose in our 
have followed my instructions they | business should be more concerned 
have profited by my experience and | with professional underwriting than 
suggestions. [ would dislike very much | with expert salesmanship. Those who 
to have my men handling the different | assume to counsel or advise clients 
lines as suggested in your letter. on many complex subjects never in- 
* * * spire the confidence necessary to suc- 
G. W. Noble, Omaha, Neb.—I be- | cessful practice. Real success, as I 
lieve in writing life insurance only, and | see it, is not to be measured by the 
personally I do not accept fire, acci- | dollar of income, but by service to in- 
dent or any lines from my own patrons. | sured, beneficiary, community and com- 
I tell them, however, that I will place | pany. 
them in the hands of competent men, I am not writing life insurance for 
but wish no compensation for it. the money in the business, but those 
My reasons are that life insurance | who are can less afford to scatter their 
is so varied and can be approached | energies. If service to patron is to 
from so many angles that I have | be the motive for handling all personal 
enough to do in keeping posted in my | insurance lines proper equipment is the 
own line. requirement and few of us are bright 
. ¢ © enough to do more than one thing 
H. F. McNutt, Cleveland, O.—My | well. Accident and health men seldom 
experience justifies me in the statement | evolve into star life underwriters, while 
that the highest type of service in life | life agents cannot afford the diversion 
insurance is obtainable only by con- | of side lines. 








VALUE OF BANK ADVERTISEM 


Sample of Copy Used at Lincoln, Neb. 


ENT 





TR — = ———————== 


HE First Trust Company of Lin- “Your life has a definite value, meas- 
coln, Nebr., and its affiliated insti-| ured in dollars, depending upon your 
tutions, the First Savings Bank and | income, your prospects, and the respon- 
the First National Bank, have been | sibilities of your business, and the re- 
publishing 10 double-column life insur- | sponsibilities of your family. 
ance advertisements, following the lead “Don’t value your life too low. Will 
established by a bank in St. Louis some | the income from the estate you create 
years ago. These advertisements have | enable your dependents to live in the 
been appearing all over the country, the | same manner they have been accus- 
banks following the St. Louis lead. | tomed? 
Much good has been done by the banks “Talk to your life insurance agent to- 
giving their endorsements to life in-| day. He can help you determine its 
surance. One of the advertisements of | value. He will assist you in determin- 
the Lincoln, Nebr., bank is as follows: | ing the amount of insurance you should 
“How much is your life worth? carry.” 





oa 
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Insure Your Company 


against unnecessary overhead expense, incom- 
petent employees, financial loss, inaccuracy, etc. 


Our Fiscal Agency Plan for Insurance Compa- 
nies will give you such protection. It is insur- 
ance FOR insurance companies. 


As a wide-awake insurance man, you will want 
to protect the vital interests of your Company. 
We shall be glad to tell you how, and also ac- 
quaint you with the other advantages of our 
Plan. Write us. 


Union Trust Company 
Chicago 
Capital and Surplus, $4,700,000.00 
At Madison and Dearborn Streets 
“Since the Great Fire” 









































About a Corporate Emblem 


More than fifty years ago, an inspired genius designed a 
corporate seal for THE NORTHWESTERN MUTUAL LIFE INSUR- 
ANCE COMPANY of Milwaukee, Wisconsin, the central figure of 
which is a BANYAN TREE, bearing the line, “WE SPREAD TO 
PROTECT.” 


The Banyan Tree is a curious Indian growth, the distinguishing 
feature of which is that each of its branches seeks the ground, there 
firmly roots and itself becomes a parent trunk, thus growing in 
strength and in power to serve. 


The Ban- insurer of, 
yan Tree is his fellow 
particular- members. 
ly symbolic The origi- 
of THE nal North- 
NORTH- western 
WE ST- tree con- 
ERN, which sisted of 
is purely two hun- 
mutual and dred citi- 
in which zens of 
every pol- Wisconsin. 
icyholder Today it 
is insured consists of 
by, and in six hun- 
turn is an dred thou- 





sand citizens of forty-two states, each one of whom, with his family, 
home, business and estate, is protected by all the others. 


A more appropriate emblem hardly can be imagined. The 
Banyan Tree exactly symbolizes the spreading and protecting 
services of mutual life insurance, and particularly that of 


The Northwestern Mutual Life 
Insurance Company 


Milwaukee, Wisconsin 
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If you live in Illinois, or want to locate there— 
NOW is your chance. We have some excellent terri- 
tory open in which we want to place some real live men 
—men who will appreciate a Direct Home Office Con- 
tract with big first year Commissions and Renewals 
that are worth while. 

We make it easy for you to sell our Policies by giving you 
the best policies to sell, and then showing you hew to sell them. 
We give unlimited service to Agent and Policyholder alike. 

We know you'll like our proposition. Address a letter to 
the Secretary today. 


Marquette Life Insurance Company 


Julius M. Gass, Secretary 
SPRINGFIELD - ILLINOIS — 





The Marguette‘‘Has Stood the Test’’ 
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Great Opportunity 


Indiana 


The Franklin Life Insurance Company 
has just entered Indiana and has some 
excellent openings there for General 
Agents. Contracts direct with the 
Company. 


The Franklin is making phenomenal 
progress, having reached the $100,000,- 
000 mark May Ist. 


For information write the Home 
Office. 


Springfield, Ill. 
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THE EQUITABLE’S 
COMPLETE CIRCLE OF 
PROTECTION 


A CONTRACT FOR EVERY NEED 


THe EouirABLeE Lire ASSURANCE SOCIETY OF THE U. S. 


120 Broadway, New York 


INSURANCE THAT 


PROTECTION THAT 





INSURES 


PROTECTS 





W. A. DAY, President 
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YOUR NAME 
HERE 


Advertising Pencils Build 
Good Will and Bring Results 


Turn your prospects into 
customers and your cus- 
tomers into friends by 
presenting them with 
high-grade Advertising 
Lead Pencils, printed 
with your advertisement. 
No other advertising spe- 
cialty costing so_ little 
money is so useful to 
everybody—so sure to be 
kept and used—so certain to 
make a favorable and last- 
ing impression on the minds 
of those who get them. 


Samples and quotations on request 


1h bee addled 
ob "i 






An “Ad” in the hand is worth 1000 
in the waste basket 


NORTH AMERICAN 
PENCIL WORKS 
501-509 Plymouth Ct. 
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FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 


has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income”’ 


and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 


| of probably two years, 
that will be put into circulation when 
| the millions of bushels of wheat and 


| insurance men here that increased busi- 
| ness will result from the virtual coinage 








Agency Openings in 
Indiana 


for men who are ambitious 
to succeed 








Popular Priced Policies 
Specimen Rate 
Age 30 $14.28 
NATIONAL LIFE 


ASSOCIATION 
Des Moines, Ia. 


| tion, and that values are not completely 
| covered, 








“SOMETHING 
NEW FOR 
AGENTS” 


— — 


National 
American 
Life 
Insurance 
Company 


—-— a 











} 





Burlington, Iowa 














OUTLOOK IN KANSAS 





Bountiful Crops in All States Ex- | 


pected to Bring Big Increases | 
in Business 


SEE BIG COUNTRY SALES | 


Temporary Handicap in Tightening of 
Credit by Banks Expects To 
Be Relieved Soon 


withstanding the fact that the first 
eight months of 1920 have established 
many new records for the insurance 
business-in Kansas City and its tribu- 
tary territory, local insurance circles 





| are anticipating additional increases in | 
their business. The bountiful harvests | 
|cof Missouri, Kansas, Oklahoma, Ne- | 

braska and the other states that make 
| up the tenth federal reserve ra 
| 


| which falls under the domain of Kan- 
sas City—presage a period of unpre- 
cedented prosperity, which insurance 
men here teel will extend over a aanied | 
The huge sums 


corn, and the thousands of head of | 
live stock on the farms of the Kansas | 
City territory are marketed is re-| 
garded as potential insurance money, 
by both the city and country agents. | 

It has been pointed out by veteran 








of this new money the same to insur- 








THERE’S A REASON 


Good territory 
and a good opportunity to live men to build an excellent income in 
wealth producing Kansas. 

Write us today. 


E. A. MORRISON, General Agent Minnesota Mutual Life Insuranc: Co. 
Hutchinson, Kansas 


Why you should join our agency. Liberal contracts. 








DISTRICT AND LOCAL AGENTS FOR 


OHIO 


Liberal Agency Contracts 
Attractive Policies 


Excellent Territory 


The Inter Southern Life Insurance Company, of 
Louisville, Kentucky, is ready to offer an unusual 
opportunity to representatives in the State of Ohio. 


If you want to have submitted to 
you an Agency proposition that 
is really worth while, WRITE, 


ELLSWORTH REGENSTEIN, State Manager 
Lock Box 303, Cincinnati, Ohio 








W ANTED A District Manager for Youngs- 
— town, Ohio, and vicinity 
THE GEM CITY LIFE INSURANCE CO. 
OF DAYTON, OHIO 


Write the Home Office for further particulars. Here's an opportunity for a 
good man to get in on the ground floor with a progressive 
young Ohio company 








ance agents as it will to all other lines 





in values, the point is made, that people 


of industry. With the increasing rise | 
have not yet fully realized that condi- | 


Bissett Discusses Conditions 
Clyde A. i 
Aetna Life agency in Kansas City, in a 
discussion of that phase of the situa- 


manager of the | 
| 
tion emphasized the possibilities for in- | 
| 


Bissett, 


surance increases that lie in the return 
of normal times in the railroad con- | 
dition. 

“With the increase in efficiency with 
which the roads are operating will | 
come an increase in stocks, which mean 


J. O. LUAGMAN, President DR. ANDREW JOHNSON, Secretary 


Snternational Life & Trust 
Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 





an increase in values,” Mr. Bissett | 





said. “Merchants aad manufacturers 
have been having great difficulty in ob- 
taining merchandise. The _ railroads 
have been unable to deliver. Now that | 
situation is being alleviated and will 
continue to be restored. That means 
that stocks aré increasing and with in- 
creasing stock the values are piled up. 
All that means more insurance cover- 
age. 

“Then, too, we will have more build- 


shortage is at the stage where it must 
be relieved. The only relief that can 
obtain is the construction of additional 
houses. With the advent of that will 
of course come more insurance.” 


ing operations to protect. The housing 








Country Agents Optimistic 


Country life insurance agents are 
highly optimistic in regard to the next 
few months and to a man are con- 
templating a most gratifying resump- 
tion of business. For some time now 
they have been handicapped by the 
fact that country banks have been 
refusing to handle notes for the pay- 
ment of policies. That has been made 
necessary, the bankers say, by the 
load they have had to carry in the 
way of loans for crops. The banks of 
the Kansas City district have literally 
been “loaned to the hilt” on grain and 
cattle paper. Ordinarily at this season 





Improved Disability Provision 


Claim may be made as soon as disabilily occurs—no probationary 
period. 


_ Payments begin immediately on approval of claim—no proba- 
tionary period. 


Monthly payments, lifelong, conditioned on permanence of dis- 
ability. 

Immediate waiver of future premiums—no waiting until next 
anniversary. 
_ Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. ! 


This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 








For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 











of the year virtually all ‘of those obliga- 
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tions would have been liquidated. How- 
ever, the inability of the railroads to 
provide cars necessary for transport- 
ing the great grain harvests to the 
market has prevented the conversion 
of the crops and cattle into money, 
and that in turn has rendered the banks 
helpless in the way of loans to other 
businesses. But now, that condition 
is passing and loans are being paid to 
the country financiers. The result is 
that the banks soon will be in position 
again to accept notes for insurance, 
and that is about the only successful 
method on which life insurance can be 
sold in the country. 


No Moral Hazard Seen 


In view of the splendid and substan- 
tial condition of Kansas City and its 
trade tributary, Mr. Bissett declared 
that as far as he could see there was 
no moral hazard confronting the in- 





surance business in this section. 
“We have an abundance of every- 
thing we want here all pointing to a | 


highly prosperous period for the in- 
surance business. In Kansas City we 
have no vacant office buildings, no 
vacant houses. There is a demand for 
everything of that nature. And so long 
as that demand holds up to anything 
like the present standard I can see no 
possibility of a moral hazard arising.” 


Meeting Wife’s Argument 

It is an old argument, but as true 
as gospel. If you chance to be talking 
to a prospect’s wife, and she tells you 
that they have all they can do without 
paying life insurance premiums, just 
ask her what she would do, with those 
children clinging to her, if her hus- 
band should go and the income utterly 
cease. If she says, | “Well, I should 
get along some way,” pin her down to 
details of how she would get along, 
and meet every point she brings up, il- 
lustrating with cases of deprivation and 
burden that are within your knowl- 
edge. Many an objecting wife has 
been won over by this method.—Points. 














Some Life Insurance 
Epigrams Presented 


| = 


The Bankers Life of Iowa furnishes 
some epigrams for agency advertising 
as follows: 


Life insurance provides ready cash 
when it is most needed. 

Life insurance is an anchor of safety 
during the storms of adversity. 

Life insurance is the best silent part- 
ner a widow ever had, 

Life insurance provides funds for the 
education and protection of fatherless 
girls. 

Life insurance pays the mortgage on 
the home, preventing foreclosure and 
ejectment. 

Life insurance pays if you live. 
don’t have to die to win. 

Life insurance is the only money you 
can leave your family that is exempt 
from all claims. 











You 











Low participating rates; 
4 cleanest policies in the world; complete protection disability clause. 


THE AGRICULTURAL LIFE INSURANCE COMPANY OF AMERICA 


FRANCIS F. McGINNIS, President, General Counsel and Founder 


WILLARD E. KING, Vice President and Manager of Agencies 
Home Office: 


ONLY RURAL OLD LINE COMPANY 


doubl 


We are writing at the rate of six millions a year and have a particularly attractive propositien for 
men with clean records who can deliver the goods—as General, State or District Agents 


FRANKLIN A. BENSON, Secretary and Superintendent of Agents 
BAY CITY, MICHIGAN 


indemnity insurance ; 


shortest, 


























Standard Life Insurance Company 


HOME OFFICE, DECATUR, ILLINOIS 


All we ask is an opportunity to show to 
the up-to-date Agent either part time or 
whole time that we have the best proposi- 
tion and opportunities for his future success. 


Approximately $35,000,000 insurance in force. 


Address the Company at once for agency com- 
tract and territory. 
arranged for where conditions justify it. 

Company operates in Michigan, lowa, IIlineis 
Nebraska, Kansas, Oklahoma, Missouri and Indiana 


and expense allowamee 








—— —-— 





a ———— 





THOMAS J. OWENS, President 


Capital, $200,000 


Indiana who 
build a« real life insurance company. 


DR. ALBERT SEATON, Vieo-President and Medical Director 


CENTURY LIFE INSURANCE CO.), inoranapotis 


NO ORGANIZATION EXPENSE 


All of the stock is held by a few substantial busincse men Managed by men experienced and familiar with all de- 
e in the ability of the management to partments of life insurance work. 


We offer agents experienced management, superior policy contracts, 
choice territory, progressive field and home office methods and an 
old-fashioned general agency centract that means money. 

If you want to be affiliated with an institution that has real red blood in its veins---that has all the elements of grewth and permanency— 


Tell us where you want to work 


CLAUDE T. TUCK, Secretary 
Occidental Buildin 


Surplus, $100,000 











WANTED 
A 
MANAGER 


A live wire fellow who is capable of selecting agents for 
the sale of Accident and Health Insurance in monthly pay- 
ment department can secure a position with the undersigned 
Company on salary and commission. 

full details, past history and references. 


INCOME GUARANTY COMPANY 


SOUTH BEND 


When writing state 


INDIANA 














THE INSURANCE SALESMAN 


It’s a monthly 
$1.50 a year. 
Salesman, 1362 Insurance 


tor the Lit Inseranee ieee, 
er suber ny i nsurance 


hicago, Ill. 




















Life insurance provides a permanent 
income for a widow instead of a scrub- 
bing brush and wash tub. 

Monthly income life insurance makes 
it unnecessary for your widow to marry 
again and impossible for the sharks to 
beat her out of her money. 

Life insurance plays no favorites. The 
poor man’s dollar will buy as much as 
that of the millionaire. 

Life insurance makes charity unneces- 
Sary. 

Life insurance instills self respect and 
ambition into the minds of surviving 
members of the family. 

Life insurance means independence for 
dependents. 

Captain Kidd was a pirate. So is the 
man who fails to insure his life. 

Life insurance provides competence for 
old age and infirmity. 

Life insurance is a necessary factor in 
the pursuit of life, liberty and happiness 

Life insurance is the only way in which 
you can pay your inheritance tax with- 
out impairing your estate. 

Life insurance provides a college edu- 
cation and a start in life for the sons of 
the deceased. 

A mortgage works while you sleep 
So does a life insurance policy. As a 
mortgage killer it has no equal. 

Life insurance means safety first. 


Stimulating the | 
“Growth” of Business | 


L ARGE ovnarel agency in the East 
is the location of a rather unique 
office plan for stimulating the growth 
of business in the way of new produc- 
tion. The manager procured a small 
geranium plant which he placed on a 
special table in the agents room, 
screening the plant so that it would 
be well protected. Beside the plant he 
inserted a stick measured and marked 
to represent the amounts of new busi- 
ness the desired produced. Then by 
means of form letters and usual ap- 
peals every effort was made to have 
the agents watch the growth of the 
plant with the purpose in mind of keep- 
ing up the agency production of new 
business with the expansion of the 
plant. A watering can marked “Pep” 
was placed alongside the plant and 
other accessories introduced from time 
to time further to arouse interest in 
increased production. 





THE SUCCESS FAMILY 

The Father of Success is: 
Work. 

The Mother of Success is: 
Ambition. 

The Oldest Son is: 
Common Sense. 

Some of the other Boys are: 
Perseverance, 
Honesty, 
Thoroughness, 
Foresight, 
Enthusiasm, 
Cooperation. 

The Oldest Daughter is: 
Character. 

Some of the Sisters are: | 
Cheerfulness, 
Loyalty, 
Courtesy, 
Care, 
Economy, 
Sincerity, 
Truth, 

The Baby is: } 
Opportunity. 

Get acquainted with the “Old 
Man” and you will be able to | 
get along prettv well with the | 
rest of the family. } 
—“The Observer,” Providence, | 
R. 1. 

_I 
Your time and energy saved! The 
greatest statistical and salesmanship 
service ever organized for general agen- 
cies. It takes the place of the obsolete 
office “scrap book.” All changes kept up 
to date. A loose leaf mimeograph serv- 
ice. The Diamond Life Bulletins, $30 per 
vear, $2.50. THE NATIONAL UNDER- 











WRITER COMPANY, Duttenhofer Bide 
Cincinnati, 


Ohio. 











September 23, 1920 











The Provident Life 
and Trust Company 
of Philadelphia 


(Penna.) 


Provident agents are sell- 
ing not only protection but 
satisfaction. 


The policyholder who 
matures a Provident Long 
Endowment is a center of 
Provident influence in 
his community. 


PROTECTION +- THRIFT = SATISFACTION 








“THE COMPANY OF CO-OPERATION"'* 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES 8-7 Bide.) IOWA 


TERRITORY 
IOWA SOUTH DAKOTA 








MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience. 
Low Cost, a Splendid Record 
for 70 years? 


Then why not take a General 
in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGBNTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 








A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the 
sum of all its Benefits, is unsurpassed for net 
low cost and care of interest of all members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 




















OLD TIME ARGUMENTS 
How J. C. Brown Reaches Prospects 
J C. BROWN, Clanton, Ala., one of 


* the live life men in his vicinity, says 
that he finds that the good old 


| fashioned argument of protection is the 


one that is making the strongest appeal 
to prospects in his community. He 
goes straight to men with families who 
actually need the insurance. He shows 
a mar his responsibility to his family 
and tells him that he should take every 
possible means at his disposal to safe- 
guard his household. Furthermore he 
has a responsibility to his business and 
to himself. When he arrives at old age 
he should be independent so far as his 
living is concerned. Mr. Brown says 
the argument that reaches the heart is 
something like this: 

You know you have a big family. 
You know that you are in debt. You 
know that you are going to die, but 
you can’t tell when that will be. Now 
if you care anything for your wife and 
children I appeal to you in their behalf 
to protect them with life insurance. If 
you knew that death would come to 
you next week you would insure 
wouldn’t you? Well now you know 
you are liable to be taken away from 
your family at any time, Protect them 
now. Delays are dangerous.” 

Mr. Brown has had twenty-five years’ 
experience in life insurance. His pro- 
duction annually runs from $300,000 to 
$500,000. 


itahennesailiinihttemnecitamnetii 
| Life Agent Should Feel 3 
Certain of His Ground | 


& ———— —— ————— 
NE of the companies says that 
life men should feel certain of 

themselves at all times. They should 
know that they are standing on solid 
rock. To feel absolutely sure of one’s 
self is necessary to learn the business 
and quit trying it. This company says 
that it is unfair to the prospect to have 
an ignorant or uninformed agent take 
his time and not know what he is talk- 
ing about. A few minutes each day 
should be given to studying one’s 
business. Where a man feels sure of 
himself he can tackle any prospect 
and know that he is at home. He can 
sit down and talk to a bank president, 
tell him about insurance, explain the 
contracts and all the features of the 
proposition and feel certain that he 
is standing on solid ground. The life 
agent should know where he is going 
and know his way. 














——————— 


| Arranging for One Loaf 
thes Bread Each adil Z 


You have $1,000 insurance. ‘That will 
earn say, 5 per cent, say $50 a year— 
$1 a week—14¥4 cents per day, say 15 
cents. That is good. That will pro- 
vide your wife with one loaf of bread 
a day, at present prices. 

Don’t you think she and the children 
ought to have something else than a 
mere loaf of bread a day? Think of 
the other things that ought to go with 
it, not to speak of rent, clothes and 
other things. Four thousand dollars 
more would produce 80 cents a day— 
not very much to be sure, but better 
than ONE loaf of bread.—St. Louis 
Equitable Agency Bulletin. 


Providing for Endowment 


Watch the philanthropic and benevo- 
lent institutions in your community. 
Acquaint yourself with their financial 
condition and with their plans for the 
future. Get in touch with those who 
manage them and are interested in 
them, and learn from them the names 
of wealthy men and women who might 
be induced to provide an endowment by 
means of life insurance. This is a big 
field.—Points. 
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The ° Test of Service 


The ultimate success of a life insurance company 
depends upon what those who have bought its 
policies in the past think of the service they have 
received. The Massachusetts Mutual passes this 
test with flying colors. Over $45,000,000, or 35%, 
of the business delivered last year was on the lives 
of men and women already insured in the Company. 


JOSEPH C. BEHAN, Superintendent of Agencies 
Massachusetts Mutual Life Insurance Company 


Springfield, Massachusetts. 
Incorporated 1851 








The Farmers & Bankers Life 


Insurance Company 


Largest volume of business—Greatest amount 
of assets—Largest yearly production of any 
Kansas life insurance company. Truly it 


LEADS THEM ALL IN KANSAS 


Home Offices Wichita, Kansas 








WANTED 


A General Agent for Cincinnati 
By 
THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 
of Columbus, Ohio 
Look up the record of this Company, then write the 


Secretary for particulars. Here’s a life-time opportunity 
for the qualified man willing to work. 








GreatRepublic Life Insurance Company 
LOS ANGELES, CALIFORNIA 


Capital, $500,000 Fully Paid 


GREAT OPPORTUNITY FOR LIVE MEN 


H. S, BRIDGEWATER J. R. RAILEY 
731 Railway Exchange Building 807-8 Southwestern Life Building 
Kansas City, Missouri Dallas, Texas 
Mgr. Missouri and Kansas Mgr. Texas and Oklahoma 


W. H. SAVAGE, Vice-President and Agency Director 








‘THE FARSEEING AGENT KNOWS 












The demon- 
that his strated values 
abilities linked offered your 
: prospect 
— Samia WILL GAIN HIS 
pelicies of E INSURANCE COMPANY  conmece 


of BOSTON, MASS. 


MUST WIN ALL THE TIME 4 
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20 THE NATIONAL UNDERWRITER 
- BIG FIELD IS OPEN 
1867 920 FOR WORKING AGENTS ACTUARIES 


The 


Equitable Life Insurance Company 


OF IOWA 





JULY 1, 1920 
$237 ,665,071.48 of Insurance in force 


An Increase of over Thirty-one Millions in six Months 








FOR INFORMATION, ADDRESS 


Home Office - - Des Moines, Ia. 








A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up 
to $3,000, to young men and young women as young as age 2— 
protective insurance and Educational and Business Start Endow- 
ment Insurance. This extension of the age limit for Ordinary 
Insurance down to age 2 helps our Agents considerably. We 
issue Participating and Non-Participating Policies. As regards 
adults, we write contracts with Double Indemnity provisions cov- 
ering any kind of fatal accident, or with Double Indemnity pro- 
visions covering fatal travel accident only, as may be desired. 
We issue policies with waiver of Premium and Disability Annuity 
or Instalment Payment features. We insure males and females 
at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILLINOIS 


Good Men See the Opportunity for 
Advancement in Life In- 
surance Work. 


VIEWS OF AGENCY HEAD 


Sees a New Vision for the Salesman 
Who Is Not Afraid to 
Labor Hard 





BY GEORGE A. WATSON 

NEW YORK, June 28.—Challeng- 
ing the statement made to the writer 
by an agency superintendent a short 
time ago, that “it is difficult to induce 
new men to enter the life insurance 
field these days, ” which assertion ap- 
pears in an article in a recent issue 
of Tue NationaAL ULDERwRITER, the 
field manager of one of the most ag- 
gressive of the eastern TYife offices, said 
most emphatically that such hz ad not 
been his experience. “On the contrary,” 
he declared, “it is easier to get high- 
grade men now than it ever has been 














More Than One Million Policies Now In Force 


Only four other life insurance companies in America have more 
policy contracts in force than this Company. A study of the 
following growth in ten years is invited: 

Jan.1,1910 Jan,1,1915 Jan. 1, 1920 
Assets $ 4,867,379 $ 8,763,566 $ 18,682,446 
Policies in Force 342,972 551,969 1,058,956 
Insurance in Force 44,780,907 79,619,435 91,495,761 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Western Pennsylvania, Michigan, Illinois and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 

















RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 
ST. PAUL, MINNESOTA 











in the history of the business. The 
general tone of the field force is very 
superior to that of a few years ago, 
and is steadily improving. 


No Place for Failures 


“The day when a man who had failed 
in any other line of endeavor would be 
given an agency contract, supplied with 
a rate book and a few sample policies 
and turned loose in the hope that he 
might write some business has long 
since passed, and I sincerely hope is 
gone forever. Continuing the manager 
said: “As life insurance has become 
known to thinking men during the past 
few years; the scientific basis upon 
which it is founded and the skill with 
which it is conducted has appealed 
strongly to them. The result is that 
in increasing number they are seeking 
agency connections, appreciating that 
to the man of character, vision and 


with selling ability, whether demon- | 
strated or latent, the work offers op- | 
portunities for success such as can be | 


found in no other line of endeavor. 
But Few Are Chosen 


“Not every man seeking an agency 
connection is given a contract, how- 
ever, sincere he may be in his applica- 
tion. Unless the man be not only thor- 
oughly sold on life insurance, but has 
the vision to see the possibilities of 
the business, plus the determination 
to win, I discourage his application, 
feeling that the business would be 
harmed if he entered it and failed to 
achieve permanent success. The men 
seriously entertaining life insurance 
field work today, not infrequently are 
those of good business connections 
many enjoying salaries of from $5,000 
to $10,000 a yera, and yet who feel that 
the life insurance business offers 
broader opportunities than those they 
now enjoy. To the man who will in- 
telligently plan his work, and then sys- 
tematically and enthusiastically work 
his plan day in and day out, success in 
life insurance is sure, whether his field 
of operations be in the metropolitan 
territory or in the farming districts of 
the great northwest. In other words, 
the opportunity for writing life insur- 
ance is to be found wherever workers 
are employed.” 





Get Ample Monthly Income 


Your earning capacity is large enough 
to maintain your family. If you should 
go, your wife’s earning capacity would 
not be at all likely to equal yours, and 
therefore she could not maintain the 
family as it is now maintained, even 
with your portion of the expense cut 
out. Don't compel her to assume such a 
burden. Relieve her by providing now a 














7 F. CAMPBELL 


CONSULTING 
ACTUARY 


76 West Monroe Street 
Telephone Randolph 918 


CHICAGO, ILL. 








—— J. HAIGHT 
CONSULTING 
ACTUA 
810-813 en ll Bldg. 


INDIANAPOLIS 
Kraft Building, DES MOINES, IOWA 








_—— C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








J. McCOMB 
e COUNSELOR AT L 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Values, 
etc., Calculated. Valuations and Exam- 
inations Made. Policies and all Life In- 
surance Forms Prepared. The Law of 
Insurance a Specialty 
Colcord Bidg. OKLAHOMA CITY 








J H. NITCHIE 
e 


ACTUARY 
1523 Association Bidg., 19S. LaSalle St. 
Telephone State 4992 CHICAGO 








CHARLES SEITZ 
* CONSULTING ACTUARY 


Author of 
“System and Accounting” 
209 So. La Salle St. CHICAGO 








EDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUAR RY 
AND EXAMINER 
402-404 Kraft Building 
DES MOINES, IOWA 




















THE COLUMBIAN 
NATIONAL LIFE 


Insurance Company 
Arthur E. Childs, President 


Boston, Massachusetts 


LIFE, ACCIDENT AND 
HEALTH INSURANCE 


Low Guaranteed Rates 











37,005 PEOPLE 


wrote to us last year and asked for an illus- 
tration of our “Income for Life” at their age. 
This valuable lead service explains why our 
1919 business showed a gain of 81 per cent. 
The Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $173,000,000. Faithfully serving 
insurers since 1878. 


A few agency openings for the right men. 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
WALTER LE MAR TALBOT, Pres. PHILADELPHIA 











sure and ample monthly income.—Points. 


LESSONS IN 1 LIFE INSURANCE 








EAS —a book for and spore 
= in the business. $1.50 
The National Underwriter, 1362 
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LIFE 


IMMENSE FIELD IS STILL UNTOUCHED 





Talk of Reduced Production Overlooks Possibilities in 
United States, Says T. Louis Hansen of Guardian Life 


life insurance in the United States the commercial 


F IGURES to show that the field for | into every 


barely 
Louis 


has so far been scratched | 
were presented by T. Hansen, 
vice-president and agency manager of 
the Guardian Life of New York, at that 
company’s recent agency convention. 
He said in part: 

When we sometimes speak with ap- 
prehension of the time when there will 
be a falling off of production, are we 
not underestimating the protective in- 
stincts of American manhood? Are 
we not underestimating the possibilities 
of this great republic as a wealth-pro- 
ducing nation? Are we not minimiz- 
ing the institution of life insurance as 
a factor in home conservation and the 
promotion of the prosperity of the 
nation through that systematic thrift 
which is necessary to secure indemni- 
fication for the loss of that precious 
thing—life—which is more _ valuable 
than mere property, which latter can 
be replaced? And, finally, are we not 
also minimizing our own ability as life 
insurance underwriters? I hold that it 
will in a very great measure depend 
upon the life insurance companies and 
their sales organizations whether there 
shall be any falling off in the produc- 
tion of life insurance in this country. 


Many Wholly Unprotected 


It is generally conceded that the in- 
stitution of life insurance is becoming 
more and more recognized as essential 
to the life and welfare of the nation 
and in the light of that knowledge we 
must carry the benefits of life insur- 
ance in greater volume into those 
homes which are either entirely un- 
protected or inadequately protected. 
Assuming there are 22,000,000 homes 
in this country, and each family head 
were insured on the average for $10,000, 
the insurance in force would be $220,- 
000,000,000, with premiums aggregating 


approximately $6,600,000,000, or less 
than one-fourth of the amount spent 
each year on non-essentials. These 


figures only cover insurance on lives of 
the head of the family, and as we 
know, there are many other lives which 
should be protected by life insurance, 
they do not represent the amount of 
life insurance which, in my opinion, 
would represent full life insurance pro- 
tection for the people of the United 
States. In fact, the total insurance 
would produce at 5 per cent an income 
of but $41.67 monthly for each family. 

Certainly at the aforementioned fig- 
ure it could hardly be contended that 
the nation would be over-insured, and 
I firmly believe that $250,000,000,000 of 
life insurance, 
posit for premiums of $7,500,000,000, or 
slightly in excess of $70 per capita, 
could safely be taken care of by the 


population of the United States within | 


a reasonable time. 
Erect Bulwark Around Homes 


In extending the benefits of life in- 
surance to every home we are erecting 
a bulwark around those homes and as 
the home is the cornerstone of the 
nation, around the nation as well. 

If it is true, and I hold that it is, that 
when a person is licensed to transact 
the business of life insurance he as- 
sumes the definite obligations to ear- 
nestly aim to provide that bulwark for 
as many homes as lie within his power 
to reach and that should he fail to dis- 


charge that obligation faithfully he is | 


m part responsible for the poverty and 


misery caused by such failure, then it is | 


equally true that the institution of life 


ability its obligations to extend its far- 
reaching blessings in adequate volume 








entailing an annual de- | 





| average economic 
imsurance is responsible if it fails to | 
realize and carry out to its uttermost | 


and 
industrial 


throughout 
life « f 


household 
and 
the nation. 


Good Chance for New Record 


When this obligation is fully realized 
by the companies and field forces alike, 
our great business, but in its in- 
fancy, will lay aside its swaddling 
clothes and stand forth fully grown 
There is no reason why the high marks 
in 1920 shall not be surpassed in 1921 
if every life insurance salesman will 
conscientiously endeavor to discharge 
the obligations towards the community 
in which he lives, placed vpon him 
when licensed by his state to transact 
the business of life insurance. If each 
one of the 250,000 agents licensed in 
the United States were to produce the 
modest amount of $100,000 in 1921, the 
total production would aggregate 
$25,000,000,000, which would be three 
times that of 1919 and double the ex- 
pected production in 1920. 


now 


Comparison with Fire Figures 


authority of the 
Underwriters 
com- 
per- 


We have it on the 
National Board of Fire 
that 159 leading fire insurance 
panies, writing approximately 85 


cent of the fire insurance in the United 


States, wrote in 1919 total insurance of 
$76,370,000,000, with total premiums of 
Over $778,000,000, on which basis it is 
estimated that the total written and 
renewed by all companies in 1919 would 
approximate $90,000,000,000, with prem- 
iums of $916,000,000. 

In the case of fire insurance, 
surance is taken, as we all know, 
a contingency which may never arise, 
while life insurance is placed to pro- 
tect not against a contingency but a 
certainty. 
fire is not consumed by 
every human life must pass away. The 
economic value of human lives is im- 
measurably greater than that of prop- 
erty, because property is created and 
made valuable by human toil. The 
average human being during his so- 
journ on this earth 
dustry and thrift considerably more 
than he consumes, and the value of the 
excess in production over consumption 
may be said to represent the economic 
value of a human life. 


Worth of Average Life 


the in- 


flames, but 


On the basis of certain tables pre- 
pared by Dr. William Farr of Eng- 
land, one of the well known actuaries 
of the nineteenth century, Prof. Irving 
Fisher of Yale University, in his “Re- 
port on National Vitality,” prepared 
for the National Conservation Commis- 
sion, published in 1909, gives the fol- 
lowing figures as the minimum worth 
of the average American life at differ- 


ent ages: Before age 1, $90; age 5, 
$950; age 10, $2,000; age 20, $4,000; age 
30, $4,100; age 50, $2,900; age 80, $700. 


Dr. 
statistics assumed $700 to be a safe 
minimum of the average annual earn- 
ings of workers of all grades from day 
laborers to railroad presidents, assum- 
ing all working years to be actually 
employed in work, but since about one- 
fourth of the persons of working age 
were not workers, but were supported 
(for the most part) by earnings of 
capital, this figure was cut down to 
three-fourths or $525. 


Values Doubled Today 


On the basis of these tables and as- 
sumptions, Dr. Fisher estimated the 
value of a human 
life to be $2,900, but since the average 
earnings in 1920 are easily double 
those of 1909, it is safe to assume that 
the economic value of a human life 


INSU R.z ANCE 


against | 
| and 


All property insured against | 


creates through in- | 


| those 


| the attitude of a life 


Fisher in the absence of reliable | 


EDITION 

has also doubled, mak ng it $5,800, on 
which basis the economic or 
value of the population of the United 


States in 1920 of over 106,500,000 would 


oe 0,000,000,000. 


Fisher’s estimate in 1909, on the | 
je -, census population of over 85,500,000 
ind an average value of $2,900 for 


each life was $250,000,000,000, which he 
considered a minimum. Since 1909 this 
value has therefore increased $370,000, 


000,000, while during the same period 
life insurance, including legal reserve, 
st‘pulated premium, fraternal and as 


war risk, showed an in 
crease of but $33,000,000,000 or 
than 10 percent of the increased eco 
nomic value of the population 


sessment and 
less 


Only 8 Percent Insured 


Against the amount of $620,000,000,- 
000 there was but 
legal reserve insurance in 
end of 1919: and if to this we 
lated premium, assessment and fraternal 
insurance of $9,510,000,000 and war 
risk insurance of $6,500,000,000, 
gregate would be $51,230,000,000, or 
about 8 percent of what 


force at the 
add stipu- 


| garded as the economic or insurable 
value of the population of the United 
| States: 16 percent of the total wealth 


of the United States, 


at $320,000,000,000, 57.5 percent of the 
total income of the United States in 
1919, which according to figures tur- 


nished us by the Babson Statistical 
Organization based upon the latest 
| detailed statistics for the year 1917 


showing an income of $65,515,000,000, 
is estimated at $89,000,000,000, and but 
57 percent of the fire insurance carried 


in the United States 
Possibilities Are Limitless 
The day may never dawn when life | 
insurance will be carried in sufficient 


volume to cover the economic value of 
the population of this great republic, 
but my chief purpose in bringing out 
these figures is to show that the possi- 
bilities of our business are limitless, 
considering the fact that every 
generation must carry its own insur 
ance, the vastness of our opportunities 
are almost beyond human conception, 
It is, however, your duty and mine 
to hasten the coming of that day when 


every home will know the comforts 
and blessing of life insurance, the day 
when the uninsured will be the object 


of scorn because he failed to provide 
for those who had a right to be pro- 
tected, the day when everyone will 
value his life at least as highly as he 
does his property and therefore en- 
deavor to safeguard its economic value 
to his dependents, by means similar to 
adopted to indemnify himself 
against the loss of that property which 
can be replaced. 


Policy pn Riad 


Cc. C. Day of Oklahoma City, gen- 
eral agent of the Pacific Mutual Life, 
was asked the other day what should be 
insurance man in 


regard to policy loans. A company 


naturally discourages policy loans be- 
cause they lead to lapses. At the same 


the loan privilege is a valuable 
one in a policy and is a talking point 
in the sale of insurance. Mr. Day said: 

“In my mind the policy loan privilege 
can be easily abused and in abusing it 


time, 


|a world of good business is materially 


damaged or undermined. If the life 
insurance man is careful or has a per- 
fect knowledge of his customers, then 
he can use it to a material advantage, 
because I have known of cases where 
good business has been saved and good 
conditions have been brought about 
through the medium of the policy loan. 


| I think it is more a question of how 


the life insurance man handles it, 
whether or not it is bad, rather than a 
question whether or not the policy loan 
itself is a bad idea. 





Life of 
name to 


Des 
the 


The American Teachers’ 
Moines has changed its 
Preferred Risk Life. 


insurable | 


$35,220,000,000 of | 


the ag- | 


may he re-| 


recently estimated | 
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Women As Prospects; 
Mrs. H. J. Wright Tells 
Arguments She Uses 


RS. H. J. WRIGHT of the Cleve- 

land agency of the Massachusetts 
Mutual, that in presenting an in 
surance proposition to a 
woman the method of approach is dif 
ferent from that of a man. Very 
women hav knowledge of 
insurance 
protection is lacking 


SavVs 


business 


tcw 
life 
need for 
ind this eliminates 


much 


In many cases the 


a strong talking point used in selling 
to men Mrs. Wright says that she 
aims to find out about how much 
money the woman prospect is able to 
save in order to purchase life insur 
ance. She endeavors to ascertain the 
amount of savings and investments of 
a woman, getting her -to discuss this 
feature treely, and then it is not diffi 
cult to prescribe One of the chief 
arguments for business women in tak 
ing out life insurance is the provision 
for old age \ lite policy is the foun 
dation for future independence by 
means of systematic savings invested 
mm an endowment insurance Even if 
the prospect states that she intends in 
due time to be married this does not 
mean financial independence. A small 
investment ts always desirable. A mar 
ried woman could no doubt keep up 
the premium payments out of her al 
lowance and thus be able to create a 
fund of her own 


Protection for the Policyholder 


Mrs. Wright said that protection for 
the woman herself is me keynote of the 


sales talk. In some cases of course a 
working woman |} s " dependant. but 
in most cases she as not. The aver 
age business woman is deeply con 
cerned about her own future. She 
dreads the time when her earning 
capac re becomes less, whether the 
cause be ill health, domestic duties, old 


age, or what not. Even where a woman 
teels she will not need the money when 
she grows old, life insurance is a safe 
proposition and insures the income she 
has from other sources. Where a com 
pany has a total and permanent dis 
ability clause, this is an added argu 
ment, 


Used as Collateral 


Another point that Mrs. 
is that the fact that the 
used at collateral if a 
In case of illness or some unexpected 
financial difficulty the cash value is 
immediately available as a loan without 
delay. 


Wright uses 
policy can be 
loan is desired 


Mrs. Wright says that she is partial 
to the 30-year endowment policy for 
women who are not above 40. It is 


considerably cheaper than the 20-year 
endowment, and it is therefore possible 
to sell a larger amount of insurance 
for the same amount of premiums 


Providing for Her Future 


Concluding, Mrs. Wright said 
I do not emphasize the protection 
feature of the policy unless there are 


actual dependents Che average busi 
ness woman does not think so much of 
what would happen should she die 
The suggestion that it would be very 
nice to leave something to her dear 
ones in addition to having all of her 
obligations promptly met at that time, 
appeals to her, of course, but it is the 
certainty that she is providing for her 
own future that induces her to buy life 
insurance in the majority of cases. 


Creating a Secure Fund 
“Investments of various kinds are 


being constantly pressed upon the busi- 
some of which 


ness woman of today, 
are werth while—others not so much 
so. I always impress upon her the 


wisdom of first creating the insurance 
fund, which, while it is not expected 
to yield a large return, is absolutely 
safe. Investments do not always turn 
out well—real estate and stocks may 
cepreciate in valve, but this proposi- 
tion is perfectiy d-pendable. She may 
pin her faith to it absolutely, feeling 





22 


confident that in this way she may 
rainy 
well | 
as assuring for herself the sunshine of | 
an adequate income in the afternoon of 


make definite provision for the 
days that may come to her, as 


life, when she will no longer be earn 
ing one. 
worth the careful consideration of every 
self-respecting woman. 

Provision for Old Age 


“The return is very great—not only 
to the insured, whose sense of security 
adds happiness to her whole life, but to 
those of us whose privilege it is to be 
the means of helping to protect women 
from the sorrows of a dependent old 
age. 


“The statistics which tell-us that more | 


than 97 women out of every hundred 
who live to be 65 years old are de- 
pendent, bring out very forcibly the 
fact that women must be made to re 
alize the necessity of positive provi 
sion for the future. That we may be 
able materially to reduce the percentage 
quoted above, is, I am sure, the earn 


est wish of everyone engaged in the | 


wonderful work of selling protection 
and security.” 


Insurance Course in Utah 

The University of Utah has decided 
to add a life insurance 
commerce department. There has been 
a great demand for this 
stated at the university, and authorities 
have secured the cooperation of the 
Utah Association of Life Underwrit- 
ers in gathering the material for the 
classes and otherwise helping to make 
the course a success, 


Surely such a plan is well | 


course to its | 
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GRACE PERIOD IS FOR EMERGENCY 








| 


the grace period as a folly. It de- 
| clares this provision is a prolific 
cause of lapse. Speaking further, the 
| Mutual says: 

“The grace of 31 
the policy contract for payment of pre- 
iniums is of doubtful benefit either to 
the policyholder or the company. As 
a matter of fact, its only practica! effect 
is to defer payment of the second an- 
nual premium for thirteen months from 
| the date of issue of the policy and in 
| the case of semi-annual and quarterly 
| premiums for seven and four months. 
| Thereafter premiums must be paid at 
|} regular intervals of not more than 
| twelve, six, or three months, as the 
| case may be, or the policy lapses; so 

there is no advantage after the second 
premium is paid. 

“There is, however, a distinct disad- 
vantage, because this provision in the 
policy is a prolific cause of lapses. The 

insured gets a notice from the company 
about thirty days before the premium 
date stated in the policy, but he does 
; not consider that the premium is really 
due until 31 days after that, and so 
there is nothing to worry about. He 


| 
| 


course, it is | 


The classes will start about the mid- 
dle of October and will include every 
| phase of the life insurance business, 
| both technical and practical. Facilities 
| will be provided which will enable stu- 


| dents to obtain practical experjence in| At 


T* E MUTUAL LIFE characterizes | 


days provided in | 





puts the notice aside and forgets all 
about it, loses it maybe, relying upon 
receiving another reminder later on. 
If he hasn’t moved, or the mail isn’t 
burlesoned, he may get one, but there 
is no certainty about it. At any rate 
the matter is no longer fresh in his 
| mind, the thirty-first day slips by, and 
then he has a little trouble with the 
restoration bureau or the 
cashier. Some frugal souls deliber- 
ately postpone payment until the very 
last day in order to save interest on 
daily bank balances. These people are 
just as apt to forget as anybody else, 
and when they come to restore their 
policies they find they haven’t saved a 
cent. 


*« * * 


“No policyholder should get into the 
habit of using the days of grace. It 
is dangerous. Many things can hap- 
pen in a month. He may meet with 
an accident or have a sudden illness 
which would preclude reinstatement. 
Grace is an emergency provision. Also 
he should pay annually if he possibly 
can. By paying semi-annually or quar- 
terly he has to pay more and doubles or 
quadruples the chances of lapsing.” 





| field work from the beginning, if they 
desire. 





Lincoln National Leaders 


least one insurance policy has 


agency | 


been written every week for the past 
six years by O. F. Gilliom of Indiana, 
salesman for The Lincoln National 
Life. During that period Mr. Gilliom 
has paid for nearly $3,000,000 of busi- 
ness in his rural territory. 

C. E. Way of Ohio has been a con- 
stant weekly producer for over five 
years, and has paid for 








$2,500,000 of 
Lincoln Life insurance. 
Guy Gilbert of California, has pro- 
duced business every week for five 
years. 


Manhattan Life $100,000 Club 

The $100,000 Club of the Manhattan 
Life of New York met at the home 
office last week with President T. E. 
Lovejoy presiding. On Tuesday the 
members enjoyed a tour of New York 
in a special car, with a luncheon at 
Roeking Stone Inn. In the evening a 
banquet was given, followed by a visit 
to the Hippodrome. The Manhattan 
Life is having a great year and has 
already written $15,000,000 of new busi- 
ness. It expects to close the year with 
more than $20,000,000. There are 20,000 
members in the $100,000 Club, of which 
John Copeland is president; H. B. 
Rosen, Gabriel Bottelo, Ir., C. F. House 
and Harry Woolf, vice-presidents, and 
Mrs. A. L. Blomquist of the home office 
is secretary. 


The Little Gem Life Chart—the origi- 
nal vest pocket book. Shows 108 lead- 
ing companies, 40 more than nearest 
competitor. Five year financial and in- 
surance showing for every company, 250 


in number. 672 pages, less than one- 
half inch thick. New edition out in 
April. Price $1.50. Is your order in? 


THE NATIONAL UNDERWRITER COM- 
PANY. 





FOUR FACTORS TO SUCCESS 


HOME OFFICE: 


Interest on Mean Invested Assets . . ..... 
Actual to Expected Mortality 
Ratio of Cost, New Business to First Year Premiums . 
Ratio, Total Insurance Expense (less cost of new business) 15 % 


MUTUAL TRUST LIFE INSURANCE COMPANY 


62 % 


A Conservatively Progressive Company 


New Business Being Written at the rate of Thirty Millions for 1920 
30 North La Salle Street, Chicago 











W. W. LANE, Secretary 


(Copyrighted) 
Under Our Service Pension Centract 


LA FAYETTE, 


INDIANA 


LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


THE LA FAYETTE LIFE INSURANCE CO. 


A. E. WERKHOFF, President 








Insurance in force Dec. 31, ‘°'* 





Total Resources Dec. 31st, 1919, 


Insurance Issued during 1919 - over 


NEW ORLEANS, U. S. A. 


26,000,000.00 
over 70,000,000.00 


PAN AMERICAN LIFE INSURANCE COMPANY 
CRAWFORD H. ELLIS, President 


THE PAN-AMERICAN WAY 
N KEEPING with the higher Ideals and Ethics of the business, the Pan-American 
~ over $7,500,000.00 I does not seek to employ agents of other companies, but by interesting men ef in- 
telligence, character and clean record, instructing them by correspondence, and 
assisting them by the active co-operation of specially trained men, it has built up a 
field organization that is prosperous and contented. 
What these agents are doing, you can do, if you have the will—the Pan-American 
Way is open to you. 
Address: E. G. SIMMONS, Vice-President & General Manager, 
New Orleans, La 
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PROBLEMS | 





| Strike 


i 
| —_—_+_—— — — 


BY N. H. WEED 
F, Transit c of the Brooklyn Rapid 


Transit Company of Brooklyn, 
Y., have been on strike for sev- 
eral weeks. This company having a 
group insurance policy contract with 
the Travelers covering 16,000 of these 
employes, Manager William Fosdick 
Chamberlin of that company’s group 
insurance department was asked what 
part of this insurance had played, so 
far, in the settlement of the vexed ques- 
tion of capital vs. labor. In answering 
this question Mr. Chamberlin produced 
the following letter from the company’s 
files as indicative of the tone of those 
received: ; 

“T have the great honor of answering 
your notice in regard to the insurance 
papers of which your company has sent 
me to find out whether I am in the em- 
ploy of Brooklyn Transit Company, of 
which I am still a loyal employe to the 
B. R. T. and loyal to my four mother- 
less children, and I wish to continue 
so always to my employer and children 
and I want to continue the $1,000 policy 
and oblige.” 

Conversion Privilege Allowed 


This letter was written after notice 


| GROUP COVER AND LABOR 
| 


of Brooklyn Rapid Transit Employes Gives Interesting 
Sidelight As to Effects on Question of Day 


| This is not a new problem. There 
| have always been panaceas sought to 
| establish confidence between those who 


| work and those who find work for 
others to do. The problem is old and 
yet ever new, and there seems to be 


none more complex and none which 
serves more to perplex. It is also a 
world wide problem, for in England 
employers have recently gone on rec- 
ord as stating that porduction and the 
solution of labor unrest, considered 
from 
contentment. 
lishmen say, cannot be secured merely 
by wages, labor must be given a larger 
voice in the management of the purely 
industrial condition of the shops, and 
friendliness of employer and employe 
must prevail in order to produce con- 
tentment. 

Ninety years ago, when industry did 
not exist at all as it does today, Thomas 
Carlyle wrote in his essay on “Captains 
of Industry” that “Love of man cannot 
be bought by cash payment and without 
love men cannot endure together. Your 
gallant battle hosts and work hosts will 
need to be made loyally yours. They 
must and will be regulated, methodi 
cally secured in their just share of con- 


its many angles, depends upon | 
Contentment, these Eng- | 








quest under you; joined with you in | 





had been sent to all striking employes 
of the B. R. T. of the clause in their 
certificates which provides that the in- 
surance is terminated with the termina- 
tion of employment unless the employe 
elects to continue the insurance in ac- 
cord with a conversion privilege in the 
contract reading as follows: 

“Any employe of the employer cov- 
ered under this group policy shall, in 
case of the termination of employment 
for any reason whatsoever, be entitled 
to have issued to him by the company 
without evidence of insurability upon 
application to the company made within 
thirty-one days after such termination 
and upon the payment of the premium 
applicable to the class of risks to which 
he belongs and to the form and amount | 
of the policy at his then attained age, 
a policy of life insurance in any one of 
the forms customarily issued by the 
company, except term insurance, in an 
amount equal to the amount of his pro- | 
tection under such group insurance | 
policy at the time of such termination.” 


Why Group Insurance Is Demanded | 


This letter, said Mr. Chamberlin, 
serves to illustrate one of the reasons | 
why group insurance has been de- | 
manded by employers and has estab- 
lished itself as a stable line of business. 
The most prominent headlines and sub- 


ject matter on front pages of daily 
newspapers in these times relate to 
strikes, unrest and_ dissatisfaction 


among workers of almost every class 
throughout the country. The question 
as to what constitutes the proper rela- 
tion between capital and labor seems to 
be the greatest and most difficult eco- 
nomic question of the present day. Not 
long ago the federal government called 
together at Washington prominent citi- 
zens for labor conferences in an earnest 
effort to find some remedy which might 
serve to bring about more general con- 
tentment in the masses of the employed. 


Fraternal Given More Time 


TOPEKA, KAN., Sept. 21—The Kansas 
department has allowed the American 
Insurance Union of Columbus, O., until 
Sept. 22 to make a reply to the charges 
of alleged bribery and to show cause 
why it should not be barred from Kan- 
sas. The Ohio organization was cited to 
appear Sept. 16 when the department 
heard the statements of W. F. Shaw. 
secretary of the Sons & Daughters of 
Justice, and F. O. Martin, vice-president 
of the organization, and of other men 


connected with the Kansas order. Owing 
© the fact that some of the officers of 
American Insurance Union were un- 


the 








| connection with it of John J. 


honorable brotherhood, by quite other 
and deeper ties than those of temporary 
wages.” 

So the very essence of group insur- 
ance is contentment, loyalty and a tie 
stronger than the temporary day’s 
wages. 

Strain 

Group insurance will not per 
haps never can be expected to avert 
strikes, but it may confidently be ex- 
pected to lessen the strain of such 
movements and to be a factor in induc- 
ing employes to return to work. In the 
case of a strike some time ago among 
the employes of the Michigan 
Company, the group insurance certifi- 
cates held by the men had 
force onty a few weeks but these were 
declared by the management to have 
been an important factor in the settle- 
ment of the strike. In the San Fran- 


Will Lessen 
} 


and 


Tire | 


been in | 


cisco railway strike, which attained a 


because of the 
Mooney, 
the West Coast Life caused notice to 
be posted on the bulletin boards that 


nation-wide notoriety, 


i 
all men who returned to work before 


noon of a day three days later than the 
date of the notice would have their in- 
surance reinstated and in full force. On 


the day in question, before the noon | 


hour, the strike was practically over. 
In the case of the Brooklyn Rapid 

Transit Companv men, the Travelers 

has caused them to be notified that an 


extension of ten days of the time in | 


which conversion of their contracts 
might be applied for has been volun- 
tarily given them. The original date 


limit was Sept. 15 and this extension | 


therefore gives them until Sept. 25 to 
take action towards saving their insur- 
ance. It will be interesting to learn 
what proportion of the whole group 
takes advantage of this liberality on the 
part of the company which insures 
them. 


able to attend the hearing a 
ment was asked. 

Shaw testified that he was 
$5,000 to use his influence in 
votes to bring about the merger of the 
two organizations. He was to be paid in 
monthly installments of $200 each. Mar- 
tin testified that he was offered $300 in 
monthly installments of $25 for the same 
purpose and he was to do the same work 
Both men asserted that they had not re- 
ceived any money under these offers. 
Both also said that when the Sons & 
Daughters of Justice went into the hands 
of a receiver they were notified that the 
offers had been withdrawn and that no 
further work was required of them. 


postpone- 


offered 





| 
securing | 
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FLOURISHING EXPANDING 
PROGRESSIVE EVERYWHERE 


THE BANKERS RESERVE 
LIFE COMPANY 


We are keeping pace with the wonderful impulse which 
life insurance now feels and we are placing men 
who are building solidly for the future. 





Business in Force, $50,000,000.00 
Assets, Nearly $9,000,000.00 
Monthly Production, about $2,000,000.00 





A few openings available only to Managers and General 
Agents competent to Produce Results. 


Telegraph or write— 


The Bankers Reserve Life Company 


ROBERT L. ROBISON, President JAMES R. FARNEY, Vice-President 
WALTER G. PRESTON, Vice-President RAY C. WAGNER, Secretary-Treasurer 


Home Office: Omaha, Nebraska 



























nsurance Company 


OF DES MOINES, IOWA 


JAS, H. JAMISON, President 
NEW and up to date policy contracts, REAL SERVICE to Policyholders and Agents, 
NOT So BIG to lose sight of individual agents, and big enough to serve its Agency and Policy- 
holders satisfactorily, SOME GOOD territory in IOWA and SOUTH DAKOTA open for Agents, 








QUALITY INSURANCE—CHARACTER SALESMEN 
Wanted—Specialty Salesmen—Wanted 


Any Sure Enough Salesman, who has the proper Intestinal Equipment, who is 
“Four Square” and willing to work; can make not less $20,000.00 per year helping 
us to continue the breaking of all Life Insurance records. 

Great opportunity for the men who can qualify! ! 

From May, 1919 to May, 1920, Twelve months—one year—we wrote Ten 
millions Life Insurance. How? Let us tell you. We have the plans; we furnish 
the leads. If you can qualify, write or wire. 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 
TOPEKA, KANSAS 











Onto Nationat Lire Insurance Co. 


CINCINNATI, O. 
OW is the Golden Day of Life Insurance. It is 
the best time to get connected with a solid com- 

pany and build a foundation for the future. Good 
business was never so easy to get. People believe in 
and are buying life insurance. 
The Ohio National pays agents well for their work and 
backs them with all its power and facilities. 
Territory open in Ohio, West Virginia and Kentucky, 

Tennessee, Michigan, Nebraska and Kansas. 


A. BETTINGER T. W. APPLEBY 


President Secretary and Agency Manager 





| 
| 











sperienced men, a book that every life insurance man should 
$1.00, including Quiz Book supplement. The 


A text book for beginners, a review book for « 
have—Jacob A. Jackson's “‘Easy Lessons in Life Insurance.” 
National Underwriter, 1362 Insurance Exchange, ( 
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Organized 1871 





Richmond, Virginia 







Condition on December 31, 1919 


Assets 
Liabilities ...... 
Capital and Surplus 
EE rrr errr 
Payments to Policyholders 


Total Payments to Policyholders Since Organization. ........ 
John G. Walker, President 








. $23,840,173.80 


Life Insurance Company of Virginia |. 


Oldest, Largest, Strongest Southern Life Insurance Company 


Issues the Most Liberal Forms of Ordinary Policies from $1,000.00 to $50,000.00 
and Industrial Policies from $12.50 to $1,000.00 


$ 20,700,133.74 


18,650,203.62 
2,049,930. 12 


1,851,338.97 








“Slump” Is Is Matter 
| Of Mental Attitude 


- = ee 


I, 


the Mutual Life in Chicago, re- 


ance business as purely a matter of 


| mental attitude. Conditions at the 
present time tend to encourage this 
talk. Newspapers are giving crime, 


labor wars and sliding stock markets 
an unusual amount of prominence and 
depicting them from a most sensational 











CHICAGO 
CENTURY BUILDING 3 





ANTED-—a life insurance man thor- 
oughly versed in home office work. 

Must be capable of installing an office 
system, engaging and managing employes. 


NATIONAL LIFE INSURANCE COMPANY 
CHICAGO, ILLINOIS 








are now making. 


Reliance Life Insurance Company of Pittsburgh **"pyja:5e"* 
Mipeieeeet 


THE PERFECT PROTECTION POLICY OF 


| THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 


Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Pittsburgh, Pa, & 
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| Stabe MUTUAL Ure ACSUBAVCE CO Incorporated 





ed unsurpassed 


STEPHEN IRELAND 


B. H. WRIGHT 
Superintendent of Agencies 


President 


State Mutual Life Assurance Company 


OF WORCESTER, MASSACHUSETTS 
1919—SEVENTY-FIFTH ANNIVERSARY YEAR 


For 75 years—far longer, than the S——- life—the STATE MUTUAL has 
on and service, 

Additions are made to our agency force whee the right men are found. 

D. ¥Y. CARTER 


retary 








Write for Territory 


Pennsylvania—Ohio—West Virginia 
PHILADELPHIA LIFE INSURANCE CO. 


Are You Permanently Established? 








A REAL PROPOSITION FOR A REAL MAN 


Cash Capital, $200,000.00 





FEDERAL CASUALTY COMPANY, 


V. D. CLIFF, President 


PHILADELPHIA 
On Poe, OF OUR We have a contract for you under which your 
” ERVICE income will be limited only by your activities 


DETROIT 


MICHIGAN 


viewpoint. Men seem eager to fore- 
cast catastrophes. ; : 
Under the surface of all this, how- 


ever, there is plenty of food for better 

|and more productive thought. The 
| agent who keeps his mind on his work 
is not going to drift into the pessimistic 
class. If he finds business a little 
harder to write the fault lies with him- 
self and not with the attitude of the 
public toward his product. If he can 
convince himself of this he will be 
getting down to the source of all our 
non-production and general business 
slumps. As long as he continues to 
exert himself to the full extent of his 
| ability business will be good. The mo- 
ment that he lets down, however, he 
becomes a factor in the creating of a 
business slump. 


* 


Mr. Jacobs says that the agents who 
are talking a business slump are those 
who have permitted their mental atti- 
tude toward insurance to become 
poisoned. Either through the 
ments of their own mind or through 
those of someone’s else they have as- 
sumed the belief that business is on 
the down-grade. This attitude is in- 
stantly reflected in their work. They 
no longer have the old enthusiasm and 
confidence which helped them in writ- 
ing business before. When they fail 
to show results they are cast into dis- 
favor with their companies and eventu- 
ally drop out of the game entirely. 

* 2 0 

To the man who has become thor- 
oughly convinced of a slump or of an 
approaching let-down in business the 





company he represents. He 
| some other line, and he benefits his 
company because he is removing a dan- 
| gerous influence. A successful agency 
force cannot 
| long when it includes several men of 
this caliber. 
attain a following, until the entire 
agency force has been affected. 

Agents who have refused to acknowl- 
| edge a climax in life insurance produc- 


| ord-breaking manner. They pay little 
attention to the pessimistic talk of the 
day. They have simply gone out and 
made an effort and the results indicate 

| the true status of business conditions. 











|| Tax on Policy Proceeds 
|| Held as a Deposit 
L 


| 


Paul Myers, acting commissioner 


a beneficiary under a policy where the 
proceeds were permitted to remain 
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Openings GHIO, IND. KY.. MIGH. and W.VA. Write Columbus 


fa\— wr C1 @) VA dn in | oa ee = 1 @)) | © 


)The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT **° MONTHLY INCOME INSURANCE. 


FOR FACTS 






with the company at interest as follows: 
* * * 


First. A policy payable in one sum 
to the wife as beneficiary, but contain- 
ing no agreement for permitting the 
principal sum to remain with the com- 
pany at interest. However, the com- 


main on deposit at the rate of 3 percent 
per annum; at her death the principal 
| to be paid to other parties named. The 





= 


B. JACOBS, branch manager of 


latter course is not only advisable but | 
profitable both to himself arfd to the | 
benefits | 
| himself because he will do better in | 


remain successful very | 


They will unconsciously | 


tion are still writing business in a rec- | 


of | 


the Treasury Department at Washing- | 
ton, has announced important rulings 
on the taxation of income received by 


pany granted the beneficiary the option | 
of allowing the principal sum to re- | 





| insurance policy, 


gards the talk of a slump in the insur- | 








argu- | 


} 
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department rules that the interest re- 
ceived by the first beneficiary does not 
constitute a part of the proceeds of an 
but is interest upon 
money which she chose to leave with 
the company. It is, therefore, taxable 


in her hands as income for the year 
of its receipt. 
ok * * 
Second. The wife, who was the 
beneficiary, chose to allow the pro- 


ceeds of the policy to remain with the 
company to draw interest at the rate of 
3 percent per annum (plus the amount 
of any excess interest dividends), this 
right of option being provided for in 
the policy. The ruling is that, as in 
the first instance, the beneficiary was 
given the option of receiving the en- 
tire proceeds of the policy at the death 
of the insured; and it is held that the 
interest received by her each year is 
not. a part of the proceeds of the life 
insurance policy, but is taxable income 
received in the form of interest upon 
money loaned. 
* * * 

Third. In the policy covered in the 
third case, specific provision was made 
that the beneficiary, the wife, should 
receive only an annual payment, rep 
resenting 3 percent on the principal of 


the policy (together with any excess 
interest dividend apportioned to such 
policy). At her death the entire pro- 


ceeds were to be paid to certain named 
beneficiaries, the original beneficiary in 
no case receiving any part of the prin- 
cipal of this policy. In this case, the 
department rules that the entire amount 
received by her represents a part of 
the proceeds of the insurance policy 
and is exempt from tax in her hands. 


A new edition of Anderson’s Classified 
Selling Points on Life Insurance is now 
in press, price $1.00. This is the most 
popular book on life insurance salesSman- 
ship issued and the most practical. It 
gives not one but dozens of answers to all 
the standard objections Put in your or- 
der now for a copy. THE NATIONAL 
UNDERWRITER COMPANY. 





It does 3 things: 


@ Gives every Agent a Square 
Deal. 

@ Pays equal compensation for 
equal work. 

q@ Affords every Agent the 
same opportunity for ex- 
pansion and organization 
building. 


These are three things which 
most agency contracts do not do. 
Does yours? 


Ask about the Square Deal Contract 


Nat hvnalye 
neurance iT PANY, 


Madison, Wisconsin 
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HOME LIFE 
INSURANCE CO. 


NEW YORK 
WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 








W. A. R. BRUEHL & SONS 
eral Managers 
Central and Southern Ohio and a Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 


HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 














